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Children’s shoes need not 


be armor-plated, thanks to 


Fx clontal 


Lt 
oft- 


An innovation in 
footwear for girls and boys by 
Trimfoot .. . the supple 
mellowness of SOFT-V 
leather in durable shoes that ‘~ 
provide the support and protection 


that prowing feet need 


COLONIAL TANNING COMPANY 





inning Combination 


To Take Care of 
Any Child 


In-stock No. 286 


; in Toe Bluch In-stock No. 906 
as pty ineam Brown Raised Seam Moccasin 
2 to6 B to EE 


6%, to 8 A to EE “ — = > Oxford with Allenite Tip 


8, to 12 Ate € 
12% to 3 Ato ft 


babies, infants, children, misses and senior misses. 


For that winning combination you'll find them 
all in Kali-sten-iks — the 100% Goodyear Welt Shoe for 


Kali-sten-iks are a capital asset in any store. 


c 
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EVERY TIME 
SHE 
CHANGES 
HER SHOES 
SHE'S A 


DIFFERENT CUSTOMER 


\ 


> 


CASUALS TAILORED 


es! Sell ber different 


im Gals COMPLETE LINE « 


$6.99 to $9.99 retail 


THE ZOUERICAN GR SHOE ; 


ertcan Gurl shoe.’ 
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HAPPILY 
REMARRY 
EVERY 
SEASON 


Sun-browned legs and 
“THE WHITEST WHITES | 
are made for each other. 
With all the time and 
effort devoted to sun- 
bathing, girls want only 
dazzling white accents, 


LEVOR whites are 


. 7. ’ 
sure-trigger . 


LEVOR 
THE WHITES? WEES 


KID « CALF * CABRETTA *« TAN-ART SUEDE KID 
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to be seen in January VOGUE 


GALA EXPOSE 


.. OUTRAGEOUS FLATTERY REVEALED 


Cleverest scene-stealers of 
the season: a flight-line 
halter, a slender strap, look- 
ing all the more bare for dark 
suede embellishments on 
crystal vinylite. 


most styles 
$15% and $17 


dl 


SRE 


LOI “of e it 
Mlorsheim 


instep strap in stock for rn a DELIVERY 


at oe 18/8 heel 


mere | TY) 
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NEOLITE TAKES GREAT PRIDE IN ANNOUNCING... 


A sensationa 
for today: 





iy 
CROWN NEOLITE 
TOPLIFTING! 


Reduces toplift failure ! 





(ood news for the entire high-fashion shoe industry! 


Amazing resistance to impact Thanks to the remarkable qualities of new Crown 


proved in actual wear tests! NEOLITE toplifting, most of your toplift complaints 


can be eliminated. The photograph at vour left tells 
the story. See how a new Crown NEOLITE toplift 
compares with the ordinary toplift used on most of 
today’s high-fashion heels... how the Crown 
NEOLITE toplift resists abrasion .. . spreading ... 
shifting. Llow long. hard wear leaves it firm. level 
and neat looking. 
if vou manufacture or retail high-fashion shoes with 
> ® 


spike. needle or stiletto heels, you will want to know 


Ordinary heel Crown NEOLITE \ the full story about the new Crown NEOLITE 


lilt after heel lilt after same eS ; 
toplifting. For free samples and the revealing details, 
normal wear amount of wear - 








mail the information blank. 
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new toplitting 
high-fashion heels! 


ee Ae 
GOS. 


won't shift ! 


NEOLITE 


SOLES - HEELS - TOPLIFTING 
Made only by 


GOOD*/YEAR 
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FOR FULL INFORMATION... 


Mail this form to 


Goodyear, Shoe Products Division. Akron 16. Ohio 


Please send free samples and full details 
of new Crown NEOUTE Toplifting 
Name 
Company 
tddress 


City 





With this “Light as a Feather’”’ Arch Support 


YOU DOUBLE YOUR MONEY! 


D' Scholls 


Airlite _ 


Arch Supports 





OUS NE 
LABORATORY pall 


DURO MAGNESIUM 





For Men, Women and Children an alight ° Feather’ 
ly 


ADJUSTABLE—DURABLE—DEPENDABLE 


These “light as a feather” arch supports 
are highly recommended for tired, aching 
feet and legs, rheumatic or arthritic-like 
pains in feet and legs due to weak or fallen 
arches and in all cases where a dependable 
adjustable Arch Support is required 

Heavy persons, women in pregnancy, 
and those who stand and walk much are 
customers for this new, Dr. Scholl’s AIR- 
LITE Arch Support. 


YES! Mr. Retailer, you actually 


DOUBLE YOUR MONEY! 


RETAIL, PAIR WHOLESALE, DOZEN 


$8.00 *48.00 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller 62 W. 14th St 
Chicago 10, Ill New York 11, N.Y 


727 E. Washington Blvd., Los Angeles 21, California 





Support we 
. which is 1 





Gentlemen: 
Please ship me Dr. Scholl AIRLITE Arch Supports in 
the following sizes. 


WOMEN’S TOTAL 


Ts lel: 


























CHILDREN’S 





SIZE 6 















































Business Name 


Address ee ciiitaiseiaaadmsisinepeimmna 


City —E ————— - —_— Zene—— State— 
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The Yankee Shoemakers, Newmarket, New Hampshire 








ELKO 






























western 


- « «e FOR SHOES WITH 





ELKO This mellow “sport elk” tannage provides the maximum comfort and * 


flexibility that growing feet require. Finished either smooth or boarded. 


SOONAC This mellow smooth chrome tannage in a wide variety of lively 


colors possesses the character and durability required in all types of = 
children’s footwear. 


MACKI NAC Big brother to the famous Tamarac and Manchester this proven 


combination tanned leather is ideal for '56 dress and sports wear styles. * 


NORTHWESTERN LEATHER COMPANY 


210 SOUTH STREET, BOSTON 11, MASSACHUSETTS 














OTHER FAMOUS NAME NORTHWESTERN LEATHERS 







WORKSHOE COMBINATION 
MALLARD SMOOTH PAC 
NORTHWEST MOUNTED MACKINAC 
KITCHENER TAMARAC 
5 MANCHESTER 
+. 
ELKS MELLOW SPORT 
SOUTAN NIPIGON 
ELKO ARCADIA 
SOONAC ; 
NOWESCO enase 
HIKER 






BORDEAUX 








The Lasting Machine that Operators Prefer 


The Model D Toe Lasting Machine takes 
the back break out of flat toe lasting without 
compromising quality. This modern semi 
automatic machine’s yielding upwipe, con 
trolled distributing action, powerful double 
overwipe and heavy bedding pressure com 
bine in improved form the same bed lasting 
principles which have been used in making 
shoes for so many years. 

Like any other semi- 
automatic machine, the 
results depend largely 
on the shoe prepara 


tion. The conditions 


Wt TOE 
LASTING 
MACHINE 
MODEL “D" 





United Shoe Machinery Corporation 


required are simply good shoemaking, as 
successful users will testify. Provide them, 
and this machine really pays off on unlined 
and combined-lined shoes. 

The TLA-D has lasted the toes of millions 
of pairs of men’s, women’s, and children’s 
cement flat-lasted shoes. To present users it 
means high production, consistent quality, 

and ease of opera- 
tion. It can mean 

the same to you. 
Call or write your 
local repre- 


sentative. 


steviceo | 


BOSTON, MASSACHUSETTS 





HANDSOME STYLED 
THAT BRING 
HANDSOME PROFITS 


(OLA 


SHOES FOR MEN 


DIVISION OF GENERAL SHOE CORP 


TO RETAIL AT 


$Q95 to $ 1495 


most styles 


@ To many a man these days the name “Fortune” is synon 
ymous with smart shoe styling. And to many a shoe dealer the 
the name “Fortune” is synonymous with profitable shoe sales. For 
it's true to an ever greater extent that to be a sales leader a line must 
be a style leader. In the great middle-price field, Fortune is both. 
The unique styles pictured here are evidence of the Fortune style 
leadership. The line is full of such styles — new, distinctive, good 
looking. It follows, of course, that the dealer who displays and 
advertises his Fortunes consistently and skillfully is the dealer who 
does the really big business. Fortune offers many aids to simplify 
and strengthen local promotion; in addition, national advertising 
twelve ads next spring) steadily builds up a vast reservoir of pre 
sold Fortune prospects. 

It's no exaggeration to say that the Fortune program is a program 


packed with sales dynamite. Write today for details. 


Fortune Shoe Company, Nashville, Tennessee. 


December 15, 1955 





f 


as created in 


2 - -| 
for leisure-loving males: | 


TRACE MARK / 


The days when men’s shoe styles were strictly conventional are 
“gone with the wind”. Today, your masculine customer demands 
the new, the different and SHAG fits into the picture perfectly 
Witness these two striking styles, created by top designers 
to show the versatility of this leader in textured leather. 


SHAG is available in a wide range of standard and pastel colors. 


Write for swatches or contact our representative TODAY! 


THE BREZNER DIVISION OF ALLIED KID COMPANY 


145 SOUTH STREET, BOSTON 11, MASSACHUSETTS 


"Fashion Right" Leathers from our Tannery, Penacook, New Hampshire 


ST. LOUIS, MO CINCINNATI, OHIO NEW YORK AND PENN MIAMI, FLORIDA ORIENTAL EXPORT 
H. B. Avery Co John A. Spille Co Homer Bear Jack G. Mendelsohn Liebman & Cumming 


LOS ANGELES, CALIF MILWAUKEE, WIS ROCHESTER, N. Y MONTREAL, CANADA San Francisco 
Russ White Co Harold |. Stewart John E. Graham & Sons D. Chovinard Calif 


Handbag Representatives New York, N. Y., Chilewich Sons & Co 
Representatives in All the World's Leading Leather Markets 
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Propt CTIONWISE and saleswise, 1955, now draw 
ing to a close, has been a gratifying and truly remark- 
able shoe year. Its production total, estimated at ap- 


proximately 575 millions of pairs, will top by a very 


substantial margin the highest previous record of 533 
millions attained in 1952. Shoe sales have likewise set 
a new record, exceeding the expectations of many well- 
informed observers, So most shoe people, whether at 
the manufacturing or merchandising levels, will ap- 
proach the year-end with a considerable feeling of 


satisfaction, plus the consciousness of a job well done. 

In its New Year issue, a fortnight from now, Boot 
AND SHOE RecorDER will offer some predictions for 
1956, together with facts, figures and statistics on the 
basis of which those of our readers who enjoy gazing 
into the crystal ball can formulate forecasts of their 
own and relate them to their own individual businesses. 
Meanwhile it can be truthfully reported as of now that 
shoe business as a whole is rounding out this eventful 
year of 1955 in a stronger, more stable and secure posi- 
tion than it has enjoyed in any recent year we can 
remember, Everything considered, few other industries 


will end the year in a more favorable position. 


Onr of the conditions that is causing concern in some 


lines of business at the present time is the over-ex 


pansion of retail credit. By and large the American 


consuming public is more heavily in debt than at any 
The 


family indebtedness at the present time is said to exceed 


previous period in the nation’s history. average 
$2,500, a very high figure when compared with the 
family average of less than half that amount recorded 
ten years ago. The shoe industry, however, is responsi 
ble for little of that When people 


buy shoes they usually pay cash for them or use forms 


very indebtedness. 
of credit like the open charge account that are liqui 
dated very quickly. 

Shoe sales apparently have not been adversely affected 
by the fact that consumers have had other obligations 
to meet. The year 1955, as already observed, has wit 
nessed the highest level of shoe production and sales 
in the history of the industry. It is true that the expan 
retail credit, if carried too far, could result 
that would affect all 


For the other face of credit is debt. and as 


sion ol 


in a reaction lines of business 
adversely. 
debts are increased beyond a certain point families are 


likely to curtail their purchases. Recessions have usual 








15, 





1955 


December 





EDITORIAL OUTLOOK 


Rounding Out a hecord Shoe Year 





credit, 


ly started during periods of overextended 


rhis time, however, it is necessary to take a closer 
look at some new aspects of the consumer credit pie 
ture. Much of the personal indebtedness has been con 
tracted for the purchase of homes, and a family must 
have a place to live. The rapid formation of new fami 
lies in recent years has been a strong support to the 
nations economy, not only in the stimulus it has given 
through the demand it 


to the building industry but 


has created for many other products, including foot 


wear, Moreover, it is better for the economy in the 
long run to build a nation on the firm foundation of 
home ownership than on the insecure basis of a great 
tenant class 

As usual, the industries most affected by credit 
expansion have apparently been least concerned about 


it. Much of the 


future’ seems to have originated in financial circles or 


worry about “borrowing from the 


among government economists. As a result corrective 


measures have already been taken to keep the situa 
tion from getting out of hand, including the action 
of the Federal Reserve Board last month in authorizing 


banks, New York, 


Chicago, to increase their 


four of its 12 district located in 


Philadelphia, Atlanta 


witerest rates from 214 to 24% per cent 


and 


Traditional conservatism of the shoe trade in this 


matter of extending consumer credit is in sharp con 
today in some 


to the 


trast to the policies that are prevalent 


other apparel lines. Some shoe people incline 
belief that the trade as a whole has passed up an oppor 
tunity in its failure to develop and promote more ap 
The cloth 
resourceful, “Buy 
New Y ork 
ads a few 


Then 
The invitation probably 


pealing methods of buying shoes on credit 


ing industry has been much more 


all the new clothes you want right now.” a 


clothing store told the public in large space 
weeks ago. “Don't pay us a cent until February 
take up to six months to pay 
included shoes as well, but who would think of buying 
that way? 


shoes 


So the shoe trade approaches the year end, not only 


with an unprecedented record of sales and production 
renerally sound 


behind it, but with the assurance of a 


financial and inventory Lhe objective for the 


this 


position 


retailer at time should be to make sure he has 


an adequate stock of the right shoes in the right SIZES 
and then promote them to the public in every possible 


way through the buying seasons that lie ahead 
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the complete 
fine of 
cowboy boots 


RETAIL PRICES 


Infants’ — $3.95 to $6.95 
Boys’ and Girls’ — $4.95 to $12.95 


Ladies’ and Men’s — $12.95 to $19.95 


Acme Boot Company 
Clarksville, Tennessee 


NEW IN-STOCK CATALOGUE SENT ON REQUEST 


WORLD'S LARGEST MAKERS OF COWBOY BOOTS 


December 15, 1955 





Flay the hope and jop 
of Christmastime 
be with vou 
throughout the coming pear. 
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HOW 10 SAVE 


ON YOUR AIR CONDITIONING COSTS 


Choose Airtemp WATERLESS ~ 
“Packaged” Air Conditioning ro 


| 
| 
\ 


Save on Operation... 
Save on Maintenance... 
Year After Year After Year! 


Records kept on all costs for air conditioning with 
Airtemp waterless “packaged” units prove you 
can save with Airtemp waterless! Here’s how: 
Lower Operating Costs— Airtemp waterless 
packages use no water whatsoever—only air and 
electricity. And Chrysler advanced engineering 
in every detail means greatest operating efficiency. 
Lower Maintenance Costs —no water to leak, 
no water scale problems ever. Longer life built 


into every compressor—operates without vibra- 
tion—completely sealed in oil to keep out trouble- 


causing dirt and moisture. 


All Airtemp ‘‘Packaged” Air Conditioners are 
manufactured—not just assembled—by the 
Chrysler Corporation Division which has pro- 
duced and sold more “packaged” units than any- 
body else. Dependability is guaranteed by a 5-year 
warranty on the entire refrigeration cireuit. And 
you can depend on your nearby Airtemp Dealer, 
a factory-trained air conditioning specialist, to 
install your air conditioner properly and provide 


prompt, efficient service if ever necessary. 


Phone your Airtemp Dealer now 
(he’s listed in the Yellow Pages) for a e 
free survey of your air condition- 
ing requirements. Or write Airtemp 
Division, Chrysler Corporation, DIVISION 


Dayton, 1, Ohio. 


CHRYSLER CORP 





2 the really complete line for '56/ 


THE 
FORWARD LOOK 
IN 


AIR CONDITIONING 


Airtemp gives you a big choice in both waterless 


and water-cooled packaged air conditioners. 


13 sizes from 2 H.P. to 30 H.P. 


AIR CONDITIONING * HEATING FOR HOMES * BUSINESS * INDUSTRY 


December 15, 1955 





Whatever ONCO wants. 
ONCO gets! 


wi H is to say, whatever qualities you want in 
your ONCO Innersoles, Solka Fibres provide 
them. 


“Solka” is a world-famous trade name for Brown 
Company’s line of cellulose fibres. Over 28 years of 
scientific research have gone into the development 
of these fibres, enabling us to blend them in just the 
right way for ONCO Innersoles. 


Here is the perfect balance of qualities that results: 
@ Flexibility @ Strength 
@ Comfort Depth @ Uniformity 
@ Transverse Rigidity @ Breathe-Ability 


Brown Company alone makes the unique pulps 
that meet exacting insole requirements. Thus, your 


20 


... from SOLKA 


ONCO Insoles are one-company controlled—from tree 
to scientifically formed fibres to finished product. 


For nearly three decades, manufacturers, retailers, 
and buyers have been getting exactly what they want 
with ONCO 
ONco for your shoes! For samples and information, 
write Dept. CA12, 
our Boston office. 


in well over 2 billion shoes! Specify 


Brown Company, 
Berlin, New 
Hampshire. Gen- 
eral Sales Office: 
150 Causeway 
Street, Boston 14, 
Massachusetts. 
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Headlines and Footnotes 





Important Trade News and Trends of the Fortnight 


As Reported by RECORDER Correspondents 





Pensions to Follow St. Louis Pay Increase 


Acceptance of Negotiating Committee’s Terms in Shoe Strike Ends 
Area’s Most Serious Labor Dispute, Which Was Also the Longest 


Tue longest strike in the history of the shoe business, 
number of 
29.000 


and the one that involved the largest 
workers, came to an end December 1 when 
striking production and maintenance employees of 
International Shoe Company and Brown Shoe Com- 
pany, through their AFL and CIO union representatives, 
agreed to new two-year contracts. Though the majority 
were not scheduled to return to work until December 
5, exactly four weeks to the day from their walk-out, 
employees at the two firms’ warehouses were moving 
shoes out December 2. 

Local delegates of the CIO and AFL shoeworkers 
voted in two separate meetings to accept a recom- 
mendation by a 14-member negotiating committee. 
jrown strikers were the first to accept company offers 
granting an immediate base pay hike of five per cent 
in a two-year contract. Acceptance by International 
workers followed within several hours. 

According to terms of the new contracts, the im- 


mediate pay hike is retroactive to October 3, 


and it 
also calls for an additional three per cent increase on 
April 12, 1956. 

If the unions approve the third year of the contract, 
an additional three per cent will be applied to a new 
pension plan in the third year. In addition to the wage 
increases, the new contracts call for a union shop in 
states where it is legal. Arkansas, a state in which both 
International and Brown have factories, does not permit 
a union shop. 

A spokesman for International said an estimate of 
the cost of the wage increase was not immediately 
available. The unions originally sought an eight pet 
cent increase immediately and a four per cent hike in 
the second year of a two-year contract, At that time 
the company estimated the cost of that increase at 
$16,000,000. 

According to James Lee Johnson, vice-president of 
International Shoe Company, International will submit 
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a pension plan to the unions prior to April 1, 1957. 


The unions will consider the plan and if it is approved 
by June 30, 1957, it becomes effective October 1, 1958. 
The proposed plan would be administered by the com 
pany subject to a union audit. 

In addition to the aforementioned terms, the new 
contracts call for the closing of all plants for a two 
weeks period each year, including the week of May 30 
and the following week, At that time, all vacation wages 
earned to that period will be paid to workers, including 
those who are eligible for three weeks’ vacation. There 
will be no change in the number of paid holidays, 
which now totals six each year, but all employees 
who were on strike will be paid for the two holidays 
Veterans’ Day and Thanksgiving Day, that occurred 
during the 25-day period when the workers were out. 


eee # 4 
New York Travelers Celebrate 
Fiftieth Birthday with Banquet 
Memeers of the Boot and Shoe Travelers’ Associa- 


tion of New York, Inc., celebrated the organization’s 
fiftieth anniversary with a memorable banquet and 
entertainment on Tuesday evening, November 29, at 
the Hotel Statler in New York. The big main ballroom 
was filled with shoemen and the banquet was a gay and 
festive affair whose guest list was a veritable Who's 
Who of the shoe business, Held during the week of the 
Popular Price Shoe Show, it attracted retailers from 
all over the country, prominent manufacturers and 
wholesalers, their sales representatives and well known 
personalities from the leather and allied trades. 

The address of welcome was given by Anthony 
Favor, president of the New York shoe travelers’ 
association, who recounted the story of the organiza- 
tion’s founding, its early historical background and 
some of its outstanding accomplishments. Mr. Favor 


, the as- 


paid high tribute to Charles V. Havranck 
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sociation’s secretary-treasurer, to George A. Ecclesine, 
chairman of the committee that planned the anniversary 
celebration, and to all of the members who worked hard 
to make it a success, 

Honored guests for the occasion, seated at the head 
table, included Edward Atkins, executive vice-president, 
of Shoe Stores; A. W. 
Berkowitz, president New England Shoe and Leather 


National Association Chain 
Association; Frederick Bloom, executive vice-president, 
The 210 Associates, Inc.; Louis A. Capaldo, president, 
National Council of Salesmen’s Organizations; Anthony 
Favor, president, Boot and Shoe Travelers Association 
of New York Maxwell 
president, New England Shoe and Leather Association: 
Irving RK. 


Council of America; Charles V. Havranck, 


Inc. ; Field, executive vice- 


Glass, executive vice-president, Tanner's 
secretary- 
treasurer, Boot and Shoe Travelers Association of New 
York Inc.; Steven J. 
Retailers Association; Kivie Kaplan, president, The 
210 Associates, Inc.; L. E. 


president, National Shoe Retailers Association; Arthur 


Jay, president, National Shoe 
Langston, executive vice 


5. Ries, vice-president, Independent Shoemen; Jack M. 
Schiff, president, National Association of Shoe Chain 
Stores; J. G. Schnitzer, director, Leather, Shoes and 
Allied Products Division, U. S. Department of Com 
merce; 5S, L. Slosberg, president, National Shoe Manu- 
facturers Association; Merrill A. Watson, executive 
vice-president, National Shoe Manufacturers Associa 
tion, 

Members of the committee in charge of the an- 
Atkins, Ben 


Barnett, E. J. Crowell, George A. Ecclesine, Louis S. 


niversary celebration included Kdward 
Faeber, Anthony Favor, Larry Fox, Charles Havranck, 
John Holden, Orion E, Hoskinson, Harry Kaye, Henry 
H. Kaye, Warren F. Kolkebeck, William G. Monsees, 
Al O’Shea, John Reilly, Louis Rosenwasser, Ben D. 
Schwartz, Herbert Spahn, Julian Stern, E. B. Terhune, 


Jr., Myron Wolf, Barney Worthman. 


Fashion Breakfast Talks Reveal 
Spring and Summer Trends 


OF ASHION FOR BREAKFAST” was served to about 
seven hundred people who attended the eight A.M. 
program sponsored by the Popular Price Shoe Show 
of America, in the Grand Ballroom of the Hotel New 
Yorker on November 28th. Seated at the head table 
Jack 


Schiff, president of the National Association of Shoe 


were the chiefs of the sponsoring associations 


Chain Stores, and Abe Berkowitz, president of the New 


England Shoe and Leather Association; two guest 


speakers, Perkins L. Bailey and Bettina Ballard; a 
panel of industry experts: Mel Reese of A. 5. Beck 
Shoe Corp., chairman of the Men’s Style Committee; 
George Nacht of the Shoe Corp. of America, chairman 
of the Women’s Sports and Welts Division; Nat C. 
Schieber of Edison Bros. Stores, Inc., chairman of the 
Women’s Dress Shoe Division; Sidney Spiegel of Bruce 
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Shoe Company, chairman of the Women’s Casuals and 
Dress Flats, and William Waddell of Sears, Roebuck & 
of the Shoe Committee. 
Moderators for the Doris A. Weston, 
president of the Accessory Council and PPSSA Fashion 


Director, and Helen Joseph, PPSSA Shoe Coordinator. 


Co., chairman Children’s 


Forum were 


Significant ready-to-wear trends in fabrics, materials, 
1956 


were discussed by the guest speakers and the shoe styles 


colors and silhouettes for Spring and Summer 


that would complement the new fashions were recom- 
mended by the panel. 

Alfred L. Morse of Morse Shoe Stores, Inc., 
man of the PPSSA Fashion started the 
breakfast off with a 
who were on hand at the early eight A.M. eye opener. 


CO-¢ hair- 
Committee, 
session warm welcome to those 
He introduced Perkins L. Bailey, executive editor of 
Men’s Wear and Look Magazine, who indicated that 
there were three trends in men’s fashions that started 
some time ago, had gained momentum in the interim 
and will be at their peak in the Spring and Summer 
1956. “The three trends are: (1) 


Continued rise of lighter weight clothes and accessories 


cycle of He said: 
will have an important influence on shoes, calling for 
The trend 


unaffected, 


lighter weight footwear for all seasons. (2) 
toward the more natural looking clothing 

realistic, workmanlike clothing. Right now the Ivy 
League trend is sweeping the country in clothing and 
other items of men’s wear and its effect on footwear 
will be to make it lighter looking. (3) The trend we 
call the Continental Influence has grown so rapidly 
it is almost frightening. Already it has reached a peak 
and is pushing another trend—the Oriental and Inter- 
national Look. This will call for new detailing, new 


patterns, new lighter weight shoes for men.”’ 


Reese Leads Men’s Style Discussion 

Mel Reese, Chairman of the Men’s Style Committee, 
took up the discussion from that point. Answering 
questions put to him by Helen Joseph, PPSSA Shoe 
Coordinator, he indicated that men’s apparel colors 
are moving away from the somber tones toward the 
lighter shades. With regard to the place of black in 
the fashion picture, he said: “I don’t think that black 
has passed its peak. Our committee has given a lot of 
thought to this subject and on a national scale we 
believe that black will be as important in dress shoes 
for Spring as it was this past Fall and Winter. After 
Easter, browns will come in a little stronger and with 
the warm weather, you will see more black and white 
and brown and white combinations than in the past. 
Black and white will look very good in the new patterns. 


Additional questions and answers concerned the place 


of nylon mesh and the opinion was expressed: “Don’t 


sell nylon mesh short. It is still good.” 


To the question—“What types of shoes to go with 


the Ivy Look?” the answer was—the slimmer, longer, 
and dressier type footwear.” 
There is revived interest in flexibility. New processes 


to give maximum flexibility to men’s shoes are being 
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developed. Men’s shoe lasts have been influenced to a 
great extent by Italian shoes but the American adapta- 
tions have been modified to make them more acceptable 
in the popular price field. 

Following the report on men’s styles, Bettina Ballard, 
fashion consultant and former fashion editor of Vogue 
Magazine, gave a report on women’s and children’s 


ready-to-wear style trends for the coming Spring, 
pleading for the recognition of Spring as a season that 
should be given time, not discarded so rapidly in favor 
of Summer. 

Miss Ballard also pointed out that business in travel 
shoes can be counted as a new twelve-month season. 
A summary of fashion trends in women’s clothes, based 
on styles from Paris, followed, Sketches of leading 
types were thrown on two large screens. The top heavy 
look is the important silhouette, starting with the big, 
bulky hat introduced this Fall. Jackets are short and 
squared-off. Some suit jackets are only hip-length. 
Shorties will be shaped. Slim skirts predominate but 
full skirts are coming back. Important to the shoe 
industry, she pointed out, is the fact that skirt lengths 
have not changed and remain at 14 inches from the 
ground, 

High-waisted coats will be important. The complete 
costume is the leading trend. This costume was illus- 
trated in a print dress, with very full skirt, topped with 
a very short wool jacket. Continuing in popularity will 
be the short-skirted evening dress. For these dresses 
and the skirt with uneven hem line “perfect” shoes 
are required, according to Mrs, Ballard. The importance 
of play clothes will make play shoes, especially sandals, 
very much in demand. Trends in children’s clothes 
follow women’s. Complete costumes will also be popular. 
The Oriental influence will be felt here as well as in 
women’s styles, 

A shoe fashion discussion followed, conducted by 
Doris A. Weston, president, Accessory Council, PPSSA 
fashion director, and Helen Joseph, PPSSA shoe co- 
ordinator, The four chairmen of the women’s style 
committees formed the industry fashion panel. George 


Nacht, Shoe Corporation of America, represented sports 


and welts; Nat C. Schieber, Edison Bros. Stores, Inc., 
dress shoes; Sidney Spiegel, Bruce Shoe Co., casuals 
and dress flats; William Waddell, Sears, Roebuck & 
Co., children’s shoes. Swatches of ready-to-wear fabrics, 
cleverly arranged to form attractive designs, and co- 
ordinated leather swatches illustrated color families for 


Spring and Summer. 


good in 


White was discussed as slated to be espec ially g 


1956. In ready-to-wear, white grounds in prints and 
white in mixtures were shown on the screens. “Golden 
Threads of the Orient” 


and it was felt that gold kid shoes might come back 


were illustrated in swatches 


in addition to the slated gold kid trims. “Blazing 


Brights’—red, two blues, orange and green-—were the 


final group of colors thrown on the screen to round out 
the story for the coming Spring and Summer, 
individual colors 


Discussion of brought out the 
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opinion that navy and red will slip after Easter, Red 
should be bought for promotion was a suggestion. For 
dress flats, navy and red were considered to be year 
‘round colors. Black patent leather was given number 
leathers 


one position for Spring. Buffed and grained 


were named as of first importance. The opinion was 
expressed that pastel and bright colored suedes were 
best left to the high fashion end of the women’s industry. 
Glove leathers, it was stated, should reach their peak 
this coming season. Vinyls, straws and printed leathers 
were given importance for promotion, It was agreed 
that they would not cut into pastel or white leathers 


but would find their place on high wedges an in sandals 


* * ia o + 


Colors in Profusion 
At West Coast Show 


SHOE style attention drifted from the toe to heel in 
the fashions displayed at the 1955 West Coast Shoe 
Travelers’ Associates Spring showing. Held at the Hotel 
Alexandria, Los Angeles on November 13 through 16 
the show featured a parade of open heels, sling heels, 
tall spikes, decorated spikes——even clear plastic heels 
with dainty flowers imprisoned within the transparent 
casing. The open toe is still with us, of course, but it's 
the heels that created comment. 


like 


through 


We've had color before, but never this year 


Rainbow-hued leathers, ranging avocado 
candied orange, primrose yellow, pistachio; every shade 
or tint the diemakers could think of appeared in the 
spring line. Retailers were somewhat chary of the wide 
color range shown; many of them adopted a “wait and 
see” attitude until they had determined that the ultimate 
buying public would go for some of the startling tints. 
“Maybe for the extra pair trade” summed up the 


thinking of many of them. 


Surprise of the show was the resurgence of wedgies. 
Dead locally for 


various modifications and aroused a good deal of buyer 


some time, they again appeared in 


interest. Transparent plastics, often with the clear spike 
heels with flowers pressed inside, appeared to some 
extent in a number of lines, The younger set, interested 
in something different for less-than-full-formal evening 
wear, found them interesting. 

People are buying calf. Calf and calf appeal remains 
strong. Sling pumps, always big, remain big in this 
area, Raffia and straw shoes are coming in for a big 


play; California is a resort conscious area and the 
ladies need them for Palm Springs in the winter just 
as much as they do for the beach in the summer 


Men's 


One line even presented a thong sandal for stocking 


lines, too, showed a prowling emancipation 


less sports wear; another presented a strap sandal 


which was little more than an orthopedic insole with 
leather binders to hold it on. 

In the less informal shoes, the Italian trend showed 
up stronger than ever. Including both two eyelet and 
styles, added elegance and grace ranged 


four eyelet 
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through most of the men’s showing. Even the high 


end lines, although somewhat less extreme, still car- 


ried the trend through in a fashion that a few years 
ago would have been called “fancy.” 

In the operation of the show itself, most exhibitors 
Dave Klein- 
smith, hard-working secretary of the sponsoring as- 


united in branding it “the best one yet.’ 


sociation, was everywhere at once; worked tirelessly 
and supervised the smallest details personally. Smooth 
and efficient operation and a complete absence of 
result. 
Pearce was his right hand woman on the job of keeping 


exhibitor “beefs” was the Assistant Grace 
everyone happy. 

Kleinsmith also was the hit of the Tuesday style show 
luncheon, modeling the men’s shoes while wearing a 
pair of Bermuda shorts that would have opened con- 


servative Lasterner’s eyes. : 


The social aspect of the show provided a welcome 
relaxation for weary buyers and exhibitors. A luncheon 
Tuesday for all retailers, with the check picked up by 
the Association for over 400 diners, featured a showing 
of a few items from most of the lines. Top flight 
promotion work was done here, too, by having good 
representation for every newspaper of any importance 
in Southern California, L. A, Times, Examiner, Herald- 
Express fashion reporters and cameramen were there, 
plus wire services, Excellent promotional breaks in local 
added 


to the campaign to make the public shoe conscious. 


news outlets was the result, with another blow 


Leather Industries Stylist Speaks 


The main address of the luncheon was delivered by 
Miss Billie Gould, Director of the Leather 


Industries of America, who also served as commentato 


Fashion 


on the style show. In her speech, she pointed out some 
of the values leather goods offer to the retailer and 
also detailed the national publicity campaign being 
sponsored by the foundation she represents. Elaborate 
plans to make the public leather-quality concious will 
culminate in a $100,000 program of full-page, four- 
color plate ads, to be run in joint participation with 
six of the biggest names in men’s shoe manufacturing. 
Alert retailers, she pointed out, will cash in with some 
advertising on the local level to follow the trail break- 
ing function her institute will perform. 

The final evening of the show featured the usual 
Bingo Party, free to all comers, with an impressive 
Western 


Carloading, a table which ran almost the full length 


array of prizes to be won. Sponsored by 


of one wall was loaded with prizes for the competitors. 
lt required a three hour session with the bingo cards 
to give them all away. 

As for the immediate future of shoe sales in the 
Southern California area, neither manufacturer nor 
retailer seems to fear a let-down. Prospective price 
rises will undoubtedly call for more and better mer- 
chandising to coax out the extra-pair sale, but it will 


be there to be had. 
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Soviet Shoes Deteriorate in Quality 
But Continue High in Price 


Suoes. the almost universal mark of a nation’s 


standard of living, have become an embarrassing 
symbol of Russia’s current economic difficulties in 
regard to its consumer goods program. The quality of 
Russian-made shoes has so deteriorated that Soviet 
government officials, agencies and publications have 
turned angry guns on the footwear industry in that 
country. 

Back in August, 1953, Georgi Malenkov, then the 
Soviet head man, announced that there would be an 
all-out drive for more and better “goods of popular 
consumption.” This attracted world-wide attention, for 
it indicated a shift from concentration on heavy-goods 
industries to increased output of consumer goods, which 
were sorely needed and had long been promised the 
Russian people. The announcement won instantaneous 
popular acclaim throughout Russia. 

Shoes were to be an important part of this program. 
In fact, they were considered so important that Malen- 
kov, in his announcement, made specific mention of 
them. He that Soviet 


would now begin to turn out 


declared shoe manufacturers 
“durable, elegant and 
handsomely finished footwear” as good as any made 


abroad. No longer would the Russians need to be 
ashamed of their Soviet-made shoes, or need to long 
for the handsome foreign-made shoes which they viewed 
with envy on the feet of foreigners. 

Now, two years later, Soviet footwear is worse than 
ever, The new regime which replaced Malenkov again 
placed emphasis on heavy industry, at the expense of 
consumer goods, including shoes. Thousands upon 
thousands of pairs of shoes are being returned to fac- 
tories by retail stores. 

The Soviet Ministry of Trade recently checked the 
quality of shoes shipped by four leading factories in 
Leningrad. They found that the quality standards of 
three of these factories had deteriorated badly and 
steadily. At both Proletarian Victory Factory No. | 
and Proletarian Victory Factory No. 2, the proportion 
of shoes returned or rejected as “defective” by retail 
stores increased more than 60 per cent in 1954 as com- 
pared to 1952. During 1955 the situation has worsened 
even more. The Skorohod Factory, one of the largest 
in the country, has likewise shown a steady decline in 
quality of output. 

These three large plants have been forced to pay out 
millions of rubles in refunds and fines on rejected foot- 
wear over the past two or three years. Many thousands 
of pairs of shoes that are wearable have minor defects. 

It isn’t that Soviet-made shoes are low-priced to 
begin with and hence must also be low in quality. The 
average pair of men’s black leather shoes sells for about 
290 rubles ($72.50), while a pair of ordinary women’s 
leather shoes sells for 185 rubles (46.25) in Moscow. 
Better grade men’s or women’s shoes sell at between 


$100 and $125 a pair. 
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Put COMFORT 
in the shoes... 
put PROFITS 
in your 
pocket... qm 
with oe 


“Kou-Llo 


SPONGE & 


CUSHION 
COMFORT INSOLES 


Made to famous orthopedic specifications, 
these insoles cushion pressure, absorb 
shock—ease the work of walking, improve 
the sales “feel” of all footwear. U. S. 
Kem-Blo Sponge is a MODERN product that 
gives balanced wear, won't mat, pack or 
shred. Its scientifically- gauged thickness lasts 
for the life of light or heavyweight shoes. 


Today—the world’s most comfortable 


feet walk on U. S. Kem-Blo INSOLES OF, ay. 


Sponge—that’s why it’s a sure 
lift to your shoe sales. 
The scientifically-gauged thickness of 
U. S. Kem-Blo Sponge, in light or 
heavy shoes under heaviest walking 
pressure—ALWAYS retains that 


UNITED STATES extra cushion of comfort. 
TILA 


Ik) United States Rubber 
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hor Comfort and 
Preserved Beauty 
of 


Toe Contour 


For toe comfort and that ‘“‘showroom”’ look 

in the toe area... rely on “‘Celastic.” 

se “Celastic” for firm box toes, “Soft Box Celastic” for supple 
but resilient toe area support. Either material can be 
depended on for faithful performance and good looks. 
There’s a “Celastic’’ for unlined footwear, too. 
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Way go at juvenile sales the “hammer and tongs” 
way — low profit on a highly competitive line — when 
you can sell an unsaturated, franchised shoe like CHILD 
LIFE and build volume at a full profit. 

Here are regular shoes for normal feet and ‘correct’ 
shoes for ailing feet with the style factor mothers admire, 
the performance features mothers want, and the price 
ticket mothers like . . . the three essential elements that 
help you close sales quickly. Even more, CHILD LIFE 
stores are limited one to a shopping area so that these 
fair-traded shoes for children become “the private 
brand” of the dealer who sells them. That's why nearly 
1700 neighborhood retailers are now building juvenile 
sales on a CHILD LIFE foundation — and they're earning 
solid profits doing it. 

If this idea appeals to you, and there is no existing 
CHILD LIFE dealer in your area — you are invited to 
phone, wire or write for full information. 












































HERBST Shoe Manufacturing Co. 


MILWAUKEE 45, WISCONSIN 
New York Office — 557 Marbridge Bidg., New York 17, N. Y. 
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DEDICATED PERFORMANCE JUMPYNG-UACKS” 


“ein se ee Oo 
FLEXIBLE GOES FOR CHILDREN 





Methods of operating a business may vary with 
the individual or the organization and, to the 
same degree, reflect the extent of progress; but 
there are certain essentials that remain constant 
throughout the years. 












Albert E. Klinkicht, president of the Miller Shoe 
Company elaborated this theme most effectively 


in a recent copy of FOOT DEFENDER. He said: 






“The larger the big combines get, the stronger an 
individual becomes who is proficient in his field 
and wages a fearless battle for the sake of per- 
forming service rather than making a profit. Per- 
formance through profit is essential to the sur- 
vival of any business, but no business can profit 
without performance, and this performance is 
most profitable when dedicated to the services of 
humanity, and for the purpose of doing a better 
job. 



















“To sell a pair of shoes just for the sake of making 
a sale and hear the register ring, is not the twen- 
tieth century way of doing business; for if there 
isn't a ring of satisfaction in the heart of the 
buyer, there cannot be a repeat performance of 
this transaction. 










“No business can live long without a repeat pro- 
gram of at least 75%, so if you are having less, 
take a good look at your program and your policy, 
and begin immediately to bring your methods up Look for new 
to 1956 standards of doing business.” 









catalogue 






There it is, in a nutshell: The purpose of business : ; 
is profit through service and customer satisfaction. being mailed 






January 10, 1956. 
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Editor Emeritus VAISEY-BRISTOL SHOE COMPANY, Inc. 
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the Quality Line 
that gives 


Sunors 


MAYFAIR 


Qh, how they shine! American Juniors brilliant line of shoes 
for tots to sub-teens, guaranteed to put a glow 
in your volume sales. American Juniors have 
everything ... style, quality, and value... 
PLUS the fastest in-stock service 


in the children’s shoe business. 


suggested retail for most styles 


$495 SH”? 
to 
Write us for franchise for your city. 


Send for our catalog today. 
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AM ERICAN Tm FoR Ss S HOE 
ONE ISLAND STREET, LAWRENCE, MASS. 
Division: Consolidated Notional Shoe Corp. 
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CELLULAR NEOPRENE SOLES 


add comfort and extra-long wear 
safety shoes 


to smart-looking 


by 


Safety shoes are stepping out these days. The stylish pair 


of bluchers above keep their sturdy features a secret. 
Supple glove grain uppers hide the steel box toe, while con- 
trasting composition storm welts and trim soles of cellular 
neoprene eliminate that “‘work-shoe”’ look. 

Lightweight and long-wearing cellular neoprene with 
stands the onslaught of abrasion and scuffing without a 
chip or a crack .. . refuses to soften on hot flooring. Oil 
grease and solvents have little effect on it. And thousands 
of tiny closed cells throughout cellular neoprene cushion 
the foot with every step—make standing jobs less tiring 

Small wonder so many shoe designers specify soles of 
Du Pont neoprene for safety shoes that sell... through 


appearance as well as performance. 


DU PONT NEOPRENE 


The rubber made by Du Pont since 1932 


QU PONT 


BETTER THINGS FOR BETTER LIVING. .. THROUGH CHEMISTRY 
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Only neoprene offers this balanced 


combination of properties 





for work- and safety-shoe soles 


Resistance to flex cracking—even at freezing 
temperatures 
Resistance to heat 


Resistance to abrasion, chipping [ij 


ras (if) 
| Mey, 

/ poe tie | 
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Resistance to oils, greases 


Resistance to acids, chemicals 


SEND FOR FREE BOOKLET 


i 


E. |. du Pont de Nemours & Co. (inc.) 
Elastomers Division BS-12, Wilmington 98, Del 


Please sena me your booklet hich con 


about neoprene soles descriptions of neoprene 


properties and superior qualiti 
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delicate pastel aniline— 
real excitement in neutrals— 
a magnificent leather 
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Brown-Kinney Merger The government's suit to block the proposed merger between the Brown 
Shoe Company and G. R. Kinney Co. suggests strongly that the wave of 
mergers in the shoe industry may have about run its course 

While Justice Department’s antitrust lawyers are reluctant to commit 
themselves to their future actions regarding any unborn mergers of the 
future, some of them express deep concern over what they call the “greatly 
diminished” degree of competition in the shoe industry. 

It is reasonable to believe that all future merger proposals in the shoe 
industry will be regarded very critically by the federal government, and 
that court action will be taken to block any new mergers which the 
government feels would result in less competition. 

By the “industry,” the government lawyers mean the manufacturing 
level, the retailing level, or any combination of the two. 

At the time when the Justice Department applied for (and received) 
a temporary injunction at the Federal District Court in St. Louis to block 
the Brown-Kinney merger, the Assistant Attorney General in charge of 
antitrust matters, Stanley N. Barnes, stated that his injunction is a re 
flection of the government’s “continuing concern” over the effects on 
smaller manufacturers of the purchase of outlets by larger firms 

In filing his application for an injunction on November 28, Mr, Barnes 
said: 

“This case, the second merger case which we have filed this year in 
the shoe industry, seeks to maintain the competitive character of that 
industry, and to stop this acquisition which it is alleged will promote 
concentration in the production, distribution, and sale of shoes, This 
complaint reflects our continuing concern over the effects on small shoe 
manufacturers of the absorption of independent retail outlets by a few 
large manufacturers.” 

The merger was to have taken place on December 1. As a result of the 
vovernments court actions, it is postponed indefinitely unless the two 
firms decide to defy the injunction and proceed to merge. In that event 
the government would move quickly to force dissolution 

Specifically, in its complaint filed in St. Louis on November 28, the 
government charges that the acquisition by Brown of outstanding stock 
in Kinney would violate Section 7 of the Clayton Act. 

The government complaint says that since Brown entered the retail 
' 4 shoe outlet field in 1951, more than 470 retail shoe stores have come under 
the company’s direct ownership or operation. It further states that another 
910 stores are “reported to operate under a franchise agreement with 
- . Brown.” It is alleged that the merger would add about 360 Kinney retail 
stores to those already owned, operated, or controlled by Brown. 

The government charges that if Kinney’s sale to Brown is completed, 
competition between Brown and Kinney will be eliminated, that com 
petitive manufacturers may be foreclosed from a market represented by 
acquired outlets, and that concentration of production, distribution and 
sale of shoes in a few companies will be increased. 

In announcing the filing of the suit in St. Louis, Attorney General 
Herbert Brownell, Jr., stated: 


“This complaint charges that the consummation of the Brown-Kinney 
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merger will violate Section 7 of the Clayton Act. This statute was amended 
in 1950 to prohibit any stock or asset acquisition by a corporation which 
may have the effect of substantially lessening competition or tending to 
create a monopoly. 

“By attacking this merger before it is consummated, the Department 
hopes it will be able to get a speedy decision from the courts on the legal 


issues involved is 


Shoes made in Puerto Rico probably will cost more in the months ahead 
The U.S. Department of Labor has served notice on Puerto Rican manu 
facturers that it thinks the hourly minimum wage rate should be more 
than the existing rate of 40 cents per hour. 

The national minimum wage on the U. S. mainland will move from 75 
cents per hour to $1) per hour on March 1, 1956, and the government 
wants to increase the minimum wage rate for Puerto Rico in order to 


maintain approximately the same differential. 


Government outlays for defense will stay high in 1956, despite attempts 
of economy advocates to trim as much as $1 billion for the total $3414 
billion military budget. 

Defense Secretary Charles Wilson is telling the White House budget 
jugglers they will have to look elsewhere for places to cut the huge ($63)/ 
billion) cost of running the federal government. Economies in the Army 
Navy, and Air Force are being brought about, he argues, by getting 
greater efficiency out of existing programs. “We give you more bang for 
a buck,” he says. 

Rising costs are blamed by the Pentagon for its refusal to go along with 
White House suggestions for a reduced budget. Every firm holding a 
government contract or subcontract has to pay more for the steel. copper, 
and aluminum going into these heavy products today than it did a year 


ago. The cost rises are being passed along to the government. 


A balanced federal budget has foes as well as friends, strangely enough 
Some congressional Democrats are now predicting gloomily that a 
balanced budget will “only bring on a depression.” Takes too much 
money out of circulation, they claim. 


practical 


Nonsense, say the business experts. The budget is, for all | 


purposes, in balance now. The gap between income and outgo is less than 
$1.7 billion, and it is narrowing rapidly due to the better-than-hoped-for 
tax collections. 

Tax collections from corporations, from individuals, and from excises 
all are over expectations this year. This is a healthy sign and shows the 
business boom is general and is not confined to “big business” alone as 


is charged by Democrats. 


You can expect to hear lots of official clucking about the “dangers 
automatic production in the months ahead 

Both the Congress and the executive departments indicate they'll play 
along with Walter Reuther’s demands for federal “control” of automation 
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The Shoe Stylist bi 


. .and the SHANES in his or her shoes 


Style is basic. Style sells shoes. 


That’s why shoe manufacturers put so much time, 
money and effort into styling. 


To keep styles ‘‘in style’’ longer, many make it a point to use 
United Shanks. The right United Shank complements styling, 
preserves the basic lines of the shoe, gives your customer a better 
product. United Shanks are Vita-Tempered for extra strength 
and freedom from distortion. They fit like the master models. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


VITA-TEMPERED STEEL SHANKS 
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It's been said that if you notice the dress a 
beautiful woman is wearing, then the dress isn’t 
doing its proper job of glorifying the woman 
In the same way, the more perfectly a heel ts 
matched to the vision of the shoe designet the 
less you notice the heel as a separate part of the 
shoe. And the better the job is done, the less you 
notice that it was a job 

It takes a lot of work to pet a wedge heel 
designed just right. The difference between a 
winning style and an also ran is often very 
slight almost invisible 

It takes some other things, too. It takes 
know-hov the deep knowledge of shoe styl 

4a ’ h ing, and the shoe market, and of wood itself 
We ve een that come only with years of experience 
It takes teamwork the ability to feel and 
a ® ” to understand how the designer and the manu 
playing with blocks facturer want the shoe to look, and to work with 
them till the shoe ts right 

Kut most of all, it takes pains the crafts 
man's enjoyment of his work, and his concern 
that the finished heel should be as beautiful, and 
as beautifully fitted as human brains and hands 

can make tt lo make good heels you have to 


care 


Worlds Largest Manufacturer of Wedge Heels tiner 


wooo PrReOoUCcTS ¢€o 
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A man is not very successful without one... 
nor is a shoe store. 

Nothing illegal about factories copying styles or 
retailers who are never first or original. 

There could not be a winner without a loser 


a second best an also ran 


When we hear of any store or factory being second 


best al] the time, we think of the 

old one it takes a goose to goose-step. 
Heydays will never be second 

best because we have a spine and goose-stepping 


just isn't in our scheme of things. 


The Shoe That FEELS Better 


HEYDAYS SHOES, INC e 2032 LOCUST STREET ST LOUIS 3, MISSOURI 
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BOOT and SHOE 


W. W. KISS. vice-president of the 
Pied Piper Shoe Company, Wau- 
sau, Wis.. 


“In discussing the children’s shoe 


says: 


business today, it is imperative that 
all of us recognize that we have a 


much broader concept today of 


children’s shoes. 


basic in 


what is 





We do so much talking about fash 
ion influence that we are in danget 
of creating the impression that 
nothing but extremely high fashion 
sells in children’s shoes. However, 
the only successful children’s shoe 


operations [| know about are still 
doing the large bulk of their busi- 
ness on basics, assuming that we 
have accepted the present-day con- 
cept of what is basic. 

“Intertesting fashion footwear 
for children, if properly presented, 
should represent substantial oppor- 
tunity for extra pair sales, thus 
increasing per capita consumption. 
Increased pairs per capita to the 
largest market for children’s shoes 


makes the out 


we have ever had 
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UW 


look for the children’s shoe busi 
ness very, very bright. 
_ * a 


M URRAY S. ROLE, executive 


Dalsimer & 
Sons, Philadelphia, says 
“Women's 


the face of strong competition has 


vit e-president of 3. 


fashion business in 


gone forward, Men’s business has 
been slower but we feel it will get 
Overall figures show a 5 
per cent increase thus fat 
1954... . We are full of optimism 


about business and have made our 


stronger, 


ovel 


plans accordingly. 


Ti. 
MEANS 
GooD Business 













4/ 
= 
Mit 
With full employment, business 
should be good for the rest of the 
year, and at least up to Easter 


Manufactuers should consider care 
fully before hiking their prices, If 
prices go up, quite naturally, many 
customers resent it. Moderate in- 
creases may not affect business too 
much, but unit sales always suffer 
with higher prices 
“Competition at the retail level 


in our area, is getting tougher all 


the time. As independents we must 


Recorder 


TRADE 





















Fashion will 


be good 


always be the 


merchants 
dominating factor in 


attracting new, healthy business 
Also good service and watchfulness 
at the point of sale will contribute 
to holding old and 


greatly retting 


new customers 





— 
Wiriiaw I 


Shoe 


WAGNER, of the 
Warsaw 


Store in 


| ashion 
Ind sia\ys 
Verchandisin 


toda and im the 


future must be more eftheient than 
evel If the small independent shoe 
retailer is to survive, he must use 
the most modern methods available 
Ile must consolidate lines as neve 


before and build up suppher conhi 


dence in himself and his= store 
Otherwise, he is likely to lose his 
brands to a franchise operation 
“The retailer will have to stop 
dabbling in every brand whose 
salesman he likes personally. In this 


way, he will be able to concentrate 
on lines that are 
store His 
will be 


prope I 


imiportant to his 
merchandising problem 
easier. If he keeps 
records, he will be able te 


mace 
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operate on a much lower inventory 
than he ever thought possible. A 
detailed stock control plan will give 
him accurate data for buying use. 
The average retailer who buys by 
guess and keeps only marginal 


books 


long or 


will not be able to survive 
successfully in today’s 


market.” 


* * * 


Exuarp H. BUETTNER, presi- 
dent of Pfister & Vogel 
Company, Milwaukee, Wis., says: 


Tanning 


“In this period of transition to- 
ward new fields and new horizons, 
nothing is more vital than the stim- 
It is a fact 
fortunate fact 


and at 
that 
people do not change their thinking 


ulus of ideas. 
times a very 
readily. Hence it is no reflection on 
any of us to concede that changing 
occasionally leave us 


times may 


hesitating, looking for the right 
course and the right direction. 

“A year ago | expressed the opin 
ion that the keynote for the future 
of our industry was optimism and 
that our prospects were on a sound 
basis. Time has proved that | was 
not wrong and | am even more con 
vinced now that we can look ahead 
with a high degree of confidence 


All of the 


which 


in the future of leather. 


underlying factors should 
make for a prosperous and progres 
sive industry are with us. We have 
all the advantages in the potential 
of the growing American market, in 
the high living standards of the 
American consumer, in the renewed 
leather consciousness of the public 
and trade, such as we have not 
known for decades. We have begun 
to explore those advantages through 
new concepts in production and 
merchandising. I am confident that 
during the next few years the fruit 
of our efforts will become a reality 
and will serve as the incentive for 


more new thinking and new doing.” 


Abert R. SCHWARZ, shoe mer- 


chandise manager for Pomeroy’s, 
Harrisburg, Pa., and Quackenbush 
of Paterson, N. J., says: 


“One of the worst mistakes man- 


ufacturers can do this coming 
Spring season is to raise prices on 
present styles. Price raises should 
be made by changing styles so that 


Our customers 
£2 
\ 


will not hold back if the increase is 


the raise is hidden. 


made this way; while there would 
be objections if ‘present’ styles are 
the ones affected. This is especially 
true in regard to women’s foot- 
wear, 

“We believe the so-called boom 
in retail business will extend 
through the balance of the year. In 
fact, we feel the shoe business will 
be on the ‘plus’ side to Easter. 
Stocks will probably be reduced by 
their 


At the present time we are 


most retailers from present 
highs. 
well ahead of last year’s volume and 
profit.” 


” * ” 


CHARLES HARRIS, president of 
Miami Beach, Florida, 


Hasco, Inc.., 


says: 








“Today, more than ever, retail- 
ers of women’s high style fashion 
shoes are faced with a grave prob- 
Manufacturers are 


lem. making 


more diversified lines of novelty 
shoes in a galaxy of materials, col- 
and our custom- 
Obvi- 


inven- 


ors, patterns, etc., 
ers demand a wide selection. 
ously this means greater 
tories. 

“Now comes the problem: Is it 
better to have complete runs of 
sizes in a few patterns or to have 
skeleton 


patterns ? 


runs in many colors and 


“Geographical location is im- 
portant. A store in a small north- 
ern city would buy ‘staples’ in com- 
plete size ranges, because he has 
the same customers year after year. 
On the other hand, here in Miami 
Beach we must have every color 
under the sun, because our tourists 
from 48 states who are very much 
fashion-minded, expect the unusual. 
As to sizes, personally | am a ‘bug’ 
on complete size ranges, especially 
in high-priced quality shoes. I feel 
a customer is entitled to her correct 
sizes, 

“Honesty pays off. Greet them, 


seat them, don’t cheat them.” 


"Oh, yes, Albert will break them in for you.” 
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The Ripple Sole blucher 


Segre” ‘e 


TH unusual, the new and different are always 
stimulants which whet the style appetite and help build 


rease len 


extra pairage in shoes. If it were only for the com 
pletely fresh sole interest which this Ripple Sole im and is said to add oe to Un sep wager 
parts to our Pattern Portrait, a classic two-eyelet stride and to distribute weign long the entire 
reverse leather plain toed blucher, it would still be il much to be desired features in leisur 
most welcome. Actually, it has practical features too or country shoes 

kor irther i ! atic wi 1 { K 


shock absorbency, lightness, flexibility and resiliency 











Sell Travel Shoe WARDROBES 


Ameri ANS are going every- 
where, any time; turning Winter 
into Summer and Summer into 
Winter. Dancing on decks, sunning 
on beaches; trudging cobbled 
streets, climbing mountain trails; 
there is no end to the daily activi 
ties of the American traveler and 
vacationer; no end to the places 
where she can Zo on one or two 
nights’ airplane hops. And equally 
true there is no limit to the kinds 
of shoes she, or he, may need, 
Since it goes without saying that 
there is a limit to the luggage she 
can carry, especially if she flies, 
the right choice of shoes is of major 
importance, In planning your pro 
motions of travel shoes, you can 
suggest the shoes that will meet 


these needs, for comfort and style 


hor Sightseeing 

bor the sightseeing vacation 
and there are so many of them to 
day—-why not suggest more than 
one pair of comfortable low-heel 
walking shoes on thick rubber or 
substantial flexible leather soles? 
The extra pair, or pairs, is especial 
ly necessary in hot climates where 
leather deteriorates more quickly, 
In Oriental countries it actually 
rots, so sell extra pairs to be kept 
in pliofilm bags. 

Certain other shoes are basi 
wherever your customer goes and 
whatever she does. There is, first 
of all, the “going away” shoe; the 
one she wears with her smart, pretty 
suit as she waves good-bye from 
the gangway, deck or train plat- 
form, A patent, or smooth leather, 
pump on a medium, or higher, heel, 


is the kind of shoe she wants here. 


Dressy Shoes 


kqually basic in her planning is 
a pump that is dressy enough for 
evening and not too formal for late 


afternoon occasions. If she has 





a 


(a ~ — 














SUGGESTIONS FOR PROMOTIONS 


Your displays of these wardrobes, during the holiday 
season especially, may suggest sales that will be com- 
pleted many weeks away. Show how to pack shoes in 
the large suitease or in the hanger case that she takes 
on a cruise or motoring. Display five different ward- 
robes. 

Paint double hung wooden drying racks in fashion 
colors. Equip with thumb tacks to hold shoes on rods. 


SUGGESTIONS FOR DISPLAY 


Make up check lists of shoes from your stocks in typi- 
cal wardrobe selections for the various travel needs. 
Have these mimeographed, together with a deserip- 
tion of how to pack shoes, and give to shoppers o1 
include in mailings to customers. 


Suggest use of pliofilm bags for wrapping shoes to be 
packed in the suitease or in a separate shoe carry 
case. One approved method of packing shoes illus- 


trated—shoes on outside edges at bottom of bag. 
never on handle side, so that when the bag 1s carried 
shoes will not crush other contents. 

The same merchandising plan can be carried out in 
the men’s shoe department. 
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lor PLUS Sales 


ry 
| ypical Wardrobes of Shoes 


From Your Stocks 
Can Spark Extra Sales of 


Multiple Pairs 


Top row, left to right: Patent 
leather pump for daytime; pearli: 
ed straw sandal for casual and in 
formal evening dresses; dual pur 
pose vinylite and satin halter. 
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room, and she should make room 
she should include a tailored suit 
shoe on a medium, stacked leather 
heel, with the new spectator detail 
ing. If she is going where she will 
weal light clothes, then she will 
probably want it in white, all-over 
or with a touch of color, Otherwis 
it can be an all-over color—one of 
the new lighter browns. It is safer 
not to go into too many promotion 
colors or color combinations for a 


travel wardrobe 


Sandals and Casuals 


And again, if the trip is to warm 
climates, a semi-casual, semi-dress 
sandal—like the low-heel pearlized 
straw sandal shown here--is an 
ideal dual purpose shov Another 
two-purpose shoe should be a casual 
lounging shoe also suggested in a 
sketch here—-which, by virtue of a 
thin rubber sole and a pretty but 
sturdy leather or fabric upper, can 
be worn outdoors as well asin 
doors, If there is room. we suggest 
a flat heel tailored shoe fer sweater 
ensembles or cotton and wool suit 

These suggestions can, of course 
be supplemented or changed, a 
tudy the needs of your travelin 
and vacationing customers, Promo 
tion backgrounds can be attractive 
and easily obtained through travel 
bureaus The important thin is lo 
select shoes that meet the require 
ments of varied climates, clothe 
and light-weight luggage Such a 
promotion can stir the imagination 
of both the store per onnel and the 


customer! 


Bottom row, left to right: Ballet 
slipper in leather or fabric on thin 
rubbers ole lor indoor-outdoor 
wear oltly tatlored flat for sweater 
costume cotton or wool uil 

uil hoe with pectator detailing 
and stacked leather heel: sightsee 
ing ghillie tie oll construction, lou 


ie dye heel 














HALF A 


Tn man who buys a pair of shoes today is getting the 
biggest which he 


inflated market 


bargain for can spend money in 
today's highly 

And the 
position of any retailer in today’s high pressure mat 


keting field 


Phe se are 


shoe dealer is in just about the happiest 


among the observations, which at first 
glance might appear somewhat contradictory, of a man 
who is marking his fiftieth year in the shoe manufa 
turing business as head of the second largest company 
of its kind in the country 


Charles | 


000,000 Endicott Johnson Corporation, which employs 


Johnson, Jr., is president of the $90, 
nearly 20,000 workers in the Triple Cities—Bingham 
ton, Endicott and of the Southern Tier 
of New York State and elsewhere. 

What, Mr 


the Boor anp SHoe Recorper, is the principal differ 


Johnson City 
interview tor 


Johnson was asked in an 


ence between shoe manufacturing today and that of 


0) years ago? 


44 


CENTURY 


“There's no. single, 


simple answer,” Mr. Johnson 
replied after a thoughtful interlude. 

“Probably the best answer, covering many answers, 
is the enormous increase in the complexity of the busi- 
ness. 

“A major part of this increase in complexity, as a 
Mr. Johnson 
this 
This has 


tremendous increases in the problems of control, in the 


manufacturer in any field is well aware.” 


continued, “lies in the simple fact of nation’s 
tremendous growth in population brought 
difficulties of bookkeeping under enormously increased 
governmental regulation; in the communication of the 
manufacturer with his consumer public through adver- 
tising.”” 

A very special change in his own field in the last 
4) years is the multiplicity of styles and patterns, as 
opposed to the simplicity of the relatively few styles 
with which consumers were satisfied at the turn of the 
century. 


The reason that a pair of shoes today is just about 
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v . . . . . 
Charles F. Johnson, Jr.. has been identified with shoemaking since 


he was a 13-year-old working after school. Today he is “Mr. 


Charlie.” 


head of the $90,000,000 Endicott Johnson Corporation. 


the biggest bargain that a man can buy exists in ses 
eral factors, the industrialist pointed out. 

One of the principal ones—and he exhibited som: 
displeasure with this because of EJ’s policy favoring 
the highest possible wages for shoeworkers— is the fact 
that there is a lower proportion of labor cost in a pair 
of shoes than in almost anything today’s consumer 
can purchase. 

Another that the hide 
through the fact that Americans are putting more meat 


factor is market, largely 
on their tables now than ever before, has been some 
what advantageous to shoe manufacturers. 

An important third factor is the notoriously stiff com 
petition among producers for the nation’s shoe market, 
a factor which has worked to the advantage of Ameri- 
cans since the industrial revolution replaced the tradi- 
tional cobbler’s shop with vast shoe factories and 
highly developed shoe manufacturing techniques. 


What about the relatively happy position of the shoe 


retailer in today’s high pressure consumer market? 


OF SHOE 


“| am judging,” Mr. 


Johnson said, “from what is 
actually happening without worrying too much why it 
is happening. 

“The fact is that a man with a little money can still 
start a shoe store or a shoe department almost any- 
where in America and can make himself a good living 
by doing 80, 

“To a very great extent, he isn’t subjected to the 
high pressure sales techniques which make competition 
strenuous in the marketing of heavier products at the 
retail level. The happiest part about his position is 
that everyone always needs shoes; and in this country 
it appears that everyone has enough money to buy 
almost as many pairs as he wants. 

“As Americans become more prosperous,” Mr. John- 
son remarked, “They appear to want to become more 
comfortable. The shoe retailer is in a field in which he 
can profit to the maximum from this very human im- 
pulse.” 


Mr. Johnson’s identification with shoemaking has 
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by LEO CALLAHAN 


roughly covered the whole period of industrial expan 
sion in his own field, 

In 1900, when as a 13-year-old he was working after 
school and vacations, the predec essor company of | nai 
cott Johnson had 1,800 employees and a year’s payroll 
of $658.135. 
ik ndicott 
exceed $55,000,000, The company anticipates sales in 
excess of $145,000,000 close to an all time record, 
Johnson, the builder of Endi 


Today's Johnson payroll is expected to 


The story of George k. 
r 


cott Johnson, has been written many times It is 


peculiarly relevant to the story of Charles fF. Johnson 
however, because this latter Johnson sees himself solely 
as a man who was chosen for the difheult job of carry 
ing on a project which was started by an individual 
who had all the attributes of genius. 


Mr. Johnson is fond 


AKING... 


It takes him, he 


hard 


of pointing out that it is 


for anyone to succeed a genius says, 


about 16 hours a day to do the job as well as he is 


doing it. His friends and observers believe he is doin 
it to perfection, but Mr. Charlie, as he is affectionately 
home community neve 


known to thousands in his 


makes a pronouncement without ascribing at least a 
share of the credit to the late George F. Johnson and 
the principles and policies which he laid down for the 
operation of his “industrial community of shoemakers 

introduced the eight-hour day in 1916 
the 40-hour week many 
of the National Recovery 


thirties. For 


(,eorge I : 


years before the compul ion 
Act in the depression-ridden 
year, since his factories bevan 


ii 
enn 


year alter 


to attract workers in great numbers from the 


sylvania mining areas early in the century, the waves 
paid at kJ have been consistently higher than com 
parable rates of pay reported by the U, S. Office of 
Statistics for shoe manufacturers 


Like Mr. Charlie in the present, Mr. George | 


[ TURN 


Labor 
John 
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Meet the Chiropodist ... 


7300 licensed chi 


Trot GH the nation’s 25.000) shoe 
retailers and the 6000 practicing chi 
bond ol 
foot 


common 


the 


ropodists have a 


everyday interest human 


there has never been a common bond 


of communication and understanding 


between these two related 


Why? 


scores of 


roups 


The answers, stemming from 


queries and interviews con 


ducted among retail shoemen and chi 
ropodists, come through with monoto 
nous consistency Krom the shoemen 
“The average chiropodist knows little 
about shoes, yet too often poses as an 


makes 


ifications to us.” 


authority on the subject and 
immpracths al spe 


And 


rainy 


“ ao 
knowl 


from the chiropodists 


shoemen, having littl 


46 


edge about the structure and functions 


of the feet, try to assume a semi-pro 


fessional role regarding foot problems 
they have neither 


a role which 


an ethical nor legal right to assume.’ 
Summed up: There appears to be a 
lac k of 


formation, ol! 


both 


real communication or in 


too much misinforma 


tion, on sides concerning the 
fellow’s work, 

what is a chiropodist? What 
What about 


profession, his 


other 
Well 
does his work consist of ? 
his background, his 
his thinking ? 
he know 


about shoes in the practice of his pro 


And par 


organizations 


ticularly, what does and do 


fession——and his relations with shoe 


men and shoe business? 


about 


foot 


There are 
(including 
How- 
HV0OU 


ropodists or doctors 


some 600 women) in the Ll. 5 


ever, there are actually onl 


practicing chiropodists. Phats about 


one chiropodist per 21,000 population, 
as compared to one physician per 600 
population, and one dentist pel L500. 


It's estimated that the American 


spends about $80,000,000) an 


public 


nually on professional foot care by 


chiropodists. The « hiropodists see and 


treat some 15 to 20 million patients a 


Veal The average net income for a 


chiropodist who has been in practice 


five vears or more is between $6,000 


and $10,000. A few earn as hig 


$25,000. In fact, just 20 per « 
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Lejt: Chiropodist examines feet of school 
children to detect foot defects and fit of 

Several have compul. 
annual children 


shoes states nou 


sory examinations of 


the chiropodists account for more than 
60 per cent of all the chiropody service 
and income in the profession. 

Many, if 


aren't particularly happy with the lim- 


not most, chiropodists 
ited income opportunities of their pro 
fession. A chiropodist, working on a 
half-hour schedule, might handle about 
15 patients in a full day, which totals 


\dded to this 


is income from arch supports, special 


about $45 in basic fees. 


services (X-ray. physio-therapy, etc.) 

and sometimes shoes. A chiropodist 
with that kind of full schedule might 
come out with a net income of around 
$10,000. The majority earn below 
that figure. 

However, today’s chiropodist is a fat 
cry from the “corn doctor” of days 
past. He treats every conceivable type 
of foot disorder, and in some states is 
licensed to perform major surgery on 


the foot. His 


equipped, smartly 


expensively 
There 


may be a nurse or receptionist in at- 


ofthe ¢ is 


furnished. 


tendance. He may belong to numerous 


professional societies. He abides by a 


Effect of ill-fitting shoes. 


too narrow or too short —usually 





Runover 
portant heel tendon 
of the many troubles a trained chiropodist looks for 


rigid code of prolessional ethics 
In a number of the country’s major 
New York 


Francisco are 


cities Chicago, Boston 


public 


Cleveland, San 
foot clinies op rated hy the chirepody 


schools, where students gain experi 


under treating 


foot ills, 


ence, supervision, itt 


These foot clinics treat some 


r ‘ 
| here Are 6.000 Practicing 
g 


What Do They Know about Shoes and Shoe Fitting and What 
Do You Know about leet? 


He Wants to Meet You 


Note the crooked toes, the result of shoes 
from wearing outgrown 


shoes 


This child will very probably develop corns and arch troubles. 





















IS 


ve 


heels bring about changes in 
a sign of impending foot trouble that is one 


the alignment of the im 















10.000 to 50.000 patients yearly, (One 


foot clinie in London. England, treats 
up to 100,000 patients a year.) 
A somewhat recent innovation is the 


An in 


industrial 


chiropodist’s role a industrs 


creasing number of large 


firms employ chiropodists to treat foot 


This has 


disorders of their employe 


Chiropodists in the Country. 


by WILLIAM A. ROSSI 


found to reduce ibsenteeism 


hee n 


and healthier feet contribute to better 


productivity and employe  elherens 
It's frequently asked What the 
difference between a chiropodi tand a 
podiatrist 7 Absolutely none except 
in preference of terminolo \bout 
6 per cent of the foot doctors use the 
term chiropodist mad af ilscr the 
term officially endorsed by the Nation 
al Association of hiroy wiist 
kngland boasts the orld s first and 
oldest chiropod school, The first chi 
ropody school in the l, 5 is founded 
in L900: Dr. Peter Kahler Sons Schoo! 
ol Surgical ¢ hiropod It had a very 


short lite Phe first mportant chirop 
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lonore Your 


lh; 'S tough enough meeting ordinary competition for the 


you do 


But 


when four strong competitors invade your market all 


retail shoe dollar these days. what can 


at the same time? 
That was the big question facing Robert Jacobson, 


principal of Jacobson Bros., women’s fashion shoes, 


24 


27 Concourse, Bronx, New York. 
For 
this firm on its home grounds. Suddenly, four sparkling 


new emporiums (Cowards, Julius Grossman, 2 


35 years, competition had been afraid to tackle 


inde- 
pendents) opened within a one block radius—all geared 
to Jacobson’s bracket both price and stylewise. To meet 
this challenge, Jacobson has thrown away the book and 
is successfully doing just what you would expect him 
not to do, 

Usually, the first line of attack is to undercut your 


competition—-murder him on the price line. No, says 
Jacobson. 

“Price-cutting to smother new competition is a sign 
of weakness,” this shoe veteran emphasized. “Not only 
your competitors but your customers will know it. In 
today’s market, the only way to reduce prices is to 
reduce quality. Once you do that you may as well close 
up shop.” 

Instead, this oldest firm in Bronx county has actually 
upgraded in merchandise. Customers are out for quality 
and are willing to pay for it, says Jacobson. High style 
shoes go up to $18. Previously $14 was the top price. 
He’s offering better merchandise at better prices—-and 
it adds up to better business despite heavy competition. 


Another time-honored stratagem is to out-dazzle com- 


Competion, and 


petition with drastic alterations. Pull out that front 
rip out those fixtures. That’s generally the second line 
of attack. 


“If you need a new face, okay,” he explains. “But to 


Again, Jacobson says no. 


go overboard on new fronts and interiors when the old 
ones are good is a waste of money better spent in other 
directions.” 

Jacobson believes in constant store improvement 
Originally constructed in 1939, his store was enlarged 
1948, the 


first big hurricane to hit New York struck and tore 


in 1945 when a new front was installed. In 
out the 33 x 15 ft. marble facade and sign. Jt was re 
placed with a new and better sign. 

In 1950, the lighting equipment was replaced with 
three double rows of cold-cathode louvred fixtures that 
increased interior lighting thirty per cent. In 19553, 
seventy new pastel chairs, light beige carpeting, and 
new beige and green contrasting wallpaper spruced up 
the interior. 

“I need a new front like I need fhore competition,” 
Jacobson added wryly. 

A third device generally employed to thwart the ef- 


‘ 


fects of competition is the “give-away.” Give away 


hosiery—handbags—silver dollars—anything just to 
blunt the opening ballyhoo of your competitors. Still 
again, Jacobson says no. 

“Sure, you may fill up your seats for a few days,” 
he asserted. “But remember, these customers are re- 
sponding to your ‘gimmick’ and not to your merchan- 
dise and service.” 


Even as a temporary expedient, he believes that 
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Left: Jacobson’s believes that 
one of the best ways of meeting 
competition is with superior ser- 
vice. Robert Jacobson discuss- 
ing a new shoe at a bi-monthly 
sales meeting with his staff. 





{nother way of emphasizing the 
firm’s years of experience in 
shoe fitting. An original Jacob- 
son high shoe, about 1905, con- 
trasted with a current vinyl 



















halter. Robert Jacobson, left, 
with manager Murray Hillman. 


Your Customers Will Too... 


J acobson Brothers, New York, Has Had Substantial Volume Increases 


‘give-aways may do more harm than good. Besides, 
it will do little to keep people out of your competitors’ 
stores. People are naturally curious and will try some- 
thing new-—if not today, then next month or the next 
time they need shoes. More important is that, by com 
parison, your merchandise and service be superior to 
your competitors, 

Then there’s the problem of what to do about adver- 
tising. Most shoe retailers feel they have to do some- 
thing novel and daring. A favorite trick is to advertise 
a ‘new’ policy in newspaper ads and direct mail pieces. 
This also gets an emphatic no. 

“This is the craziest idea of them all,” the dean of 


“After 


spending 50 years building a reputation, why should | 


uptown New York’s shoe industry declared. 


belittle this prestige by announcing a ‘new’ Jacob- 
son’s?” 

In just the opposite vein, a campaign to emphasize 
the part played by this firm in the county’s growth 
since World War | is already started. Newspaper ads 
now include copy “established 1902” or “oldest shoe 
store in the Bronx.” An historical window display is 
planned to show the neighborhood and public figures of 
the “old” days when Jacobson first opened. 

Prominent will be the part played by the store in 
the famous Lindbergh kidnap case. Originally, a ransom 
[TURN TO PAGE 60, PLEASE | 
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Since Four Competitors Opened Within a One Block Radius of the Store. 















Jacobson Brothers, established in 1902, plays up us 
length of service to the community. The part the store 
played in the Lindbergh kidnap case is advertised 

































WE ASK 


Why 
They D 


By making personal inquiries of 
parents who have stopped making 
regular visits to his shoe store, Ray- 
mond 8. Markowitz, owner of 
Young Set Shoe Fitters, 115 N. 
Second Street, Harrisburg, Pa., has 


been abie to keep a very high per- 


centage of his regular customers 
and has found that many of these 
suggestions helped him in attrac ting 
new business 

“Our business has prospered be 
cause we are definitely interested in 
keeping all our regular customers 
and want to keep adding new ones 
all the time,” explains Markowitz. 

And even though we carry a full 
line of shoes to suit the trade to 
which we cater, and provide every 
service and courtesy to please our 
customers, our records show. that 
we do have drops from time to time. 
We want to get these drops lo re 
turn to our store, but even more, we 
want to know why they dropped out 
because we feel that their opinions 
will help us to attract other busi 
ness,” 


Markowitz 


checks over his entire card file that 


kvery three months, 
contains the names of hundreds of 
youngsters and children whom he 
outfits, As soon as his records show 
a customer “miss-up,” he immedi 
ately sends a card of reminder to 
the parent. If the customer doesn’t 
show up within a week, he places a 
personal call to her. 


Some of the reasons given why 


Young Set Shoe Fitters uses individual fitting booths to give customers prt- 
vacy in trying on shoes. Experienced orthopedic service is offered 


Finding Out Why Customers Drop Out Has Helped This 
Retailer Keep His Trade 


customers haven't come back to the 
store have paved the way for addi 
tional services and conveniences that 
did bring them back, and new busi 
ness as well. 

“One customer told us that lack 
of parking space held up making 
mid-town visits to our store.” ex 
plains Markowitz. “Another cus- 
tomer explained that her doctor ex 
pressly told her to have her young 
ster fitted by an orthopedic shoe 
fitter. A third 
couldn't get away from the house to 


vet to the store. As a 


claimed that she 


result, we 


and Get New Business as Well. 


acted immediately to remedy these 
conditions and made sure that other 
customers learned about the changes 
in short order.” 

Parking is difficult in downtown 
Harrisburg. so Markowitz made ar 
rangements with a parking lot to 
pay the parking ti ket of any of his 
customers who parked in the lot. 
Customers get their parking tickets 
stamped in his store and present 
them to the attendent when they 
drive out. Notice of this service was 
featured in newspaper advertising, 
[TURN TO PAGE 62, PLEASE | 
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s fashions Forefront 


Hich style manufacturers report continued strong interest 
in vinylite. Jerro Brothers are using this material in a va 
riety of ways, according to John Jerro. innovators in the 
use of vinylite without binding, they have an open-toed hal 
ter with the upper entirely of vinylite. Vinylite with design 
interest is fresh looking for Spring. 

Ar Marino & Son, embossed leathers add richness and dis 
tinction to the new shoes. Gold embossed leathers on dark 
and light colors in a Florentine design are imported from 


Marino. Multicolor 


embossed in this country 


Italy, according to John flowers on 


white are 
% % * 


Ar Waverly Footwear, Si Slonam places black patent first 
in Spring leathers with navy trimmed in white, second 


* * ” 


REPORTING on trends for Spring and Summer at Inter 
national Shoe Company, Betty Mason, fashion coordinator 
about pastels — particularly 


says: “Everybody’s talking 


pink, blue and yellow—of the many and varied ways of 
giving dressmaker detailing to a pump silhouette--of the 
Givenchy look with its dramatically squared-off throatline 
and of sandals, opened-up as open can be.” (A report from 
the women’s divisions follows.) 

Accent: Most important silhouette—-the Givenchy line on 
Another key silhouette, d’Orsay 
16/8 heel, unlined glove 


pale 


slim, tapered mid-heel. 


sideline and square throat on 


leather. Strippings leading in sandals. In colors, 
neutrals to deeper tones with emphasis on honey and egg 
shell; all pastels; black patent and white; wedgwood. 

Quality: Colored Soft Pedals 


Trimmed pumps and sandal types in Queen Quality, all 


Queen neolite soles in 


heel heights. Great emphasis on beautifully detailed classic 


Colors in the Forefront for Karly Spring 


aul at 
bee ols in 
AL AROPR DIT CP: 


Left to right; Black patent with touches of white by 
Customcraft; red suede with black patent by Wav- 
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Notes on Important Developments in the Field 


of Footwear, Fashions, Colors, Materials 


spectators Anilines, lusters and corkette most used 


leathers, plus black patent 
Vitality New 


for detailed pumps primarily, but a few 


leather color extensively used 


pongee 
sandal types, too 
Pattern emphasis on classic spectators 


Mesh the dominant material, especially lacey 


Conformal 
sabot and conventional straps 
both open and closed backs. Puffed vamps, detailed treat 
and 14/8 solt 


leather adding fashion significance 


types. In dressmaker pumps 


ments, classic spectators wedges, in glove 


stitched on mesh 
halter 


Pennant: Straw, plain and in ombre 


in pumps with dipping d'Orsay  sice Sandal type 


hack 


» 


pumps with unusual vamp ornaments, Interesting 


ideline, dipping very low 


black calf 


8 heel pump with sweeping 


to square throatline. Pastel color luster and 
heige-to-brown tones significant 

Pred Fashion emphasis on matching 
heel treatments. Nude look 


Scarlet red, white 


and 


lrim vamp 


with much interest in low-cut 


bark 
ilso 
backs 


tapered 


slings ibsinthe, wedgwood and 


range of pastels stressed very soft glove leathers 


Velvet Halter 


standing slim 


andalized effects out 


high 
Pastels to be 


and 
heel 


Meshes strong for matronly shoes 


Step 


with and mid-low 


leaders 
with pink number one 
Grace Walker 


halter pump with pleated 


shell pump with lacing 
indal 


good 


Leading patterns 


over vamp vamp with 


stitched on mesh also 


Pastel 


draped vamp. Straw alone ot 


glove leathers in casual and tailored types volume 


with emphasis on absinthe, new pale neutral 
Cobblers 


made in 


report their radically new “Turnabouts” shoe 


leathers smooth and 
and poli hed 
ind a buckle 


that it can be worn inside rut 


both shag and 


is being 


fabrics brocade cotton in two styles a 


four-eyelet tir pump. The feature of the shoe 


erly Footwear: closed pump in medium brown calf- 


skin with pale beige collar and vamp trim by Nova 








And they're sewn with nylon thread—the strongest thread used in shoes! 


Use this sales clincher to tell 
your story of extra quality 





You'll find sales come easier when you can point out that the shoes 
you sell are sewn with nylon thread. Nylon is strong and resistant 
to abrasion. It’s an important detail that tells your customers you 
sell a quality product. It helps you close the sale . . . helps keep your 
customers sold, For the extra strength of nylon means fewer returns 
from broken threads — and protection against dissatisfied customers 


who may never return. 


CHECK YOUR SUPPLIER to find out if the shoes you sell are sewn 
with nylon—so you can take advantage of this extra sales feature. 


62 
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BETTER THINGS FOR BETTER LIVING 
» THROUGH CHEMISTRY 
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SLIPPERS ADD COLOR AND 
SALES IN PHILADELPHIA 


Ove of the biggest turnovers in the 
retail shoe business during the holi- 
day season has been in bedroom slip- 
pers. Shoe stores have used the many 
attractive styles to add interest and 
color to their other shoe displays. The 
majority of shoe stores have increased 
their seasonal stocks at this time to 


include special glamorous varieties 
that at any other time would be mere 
window dressing. At the present time 
satin, gold, silver, and bead trimmed 
totals. 


have 


styles are boosting register 
Children’s 


been unusually good as gift merchan 


bedroom — slippers 


dise, selling best in bright colors 
with red and royal blue in the lead 
Soft fur trims and animal ornamenta 
tion are popular, and the best selling 
price group is $2.99 to $3.99. 
Dalsimer’s, in order to assure its 
customers afresh, new Christmas 
stock, offered a “Thanksgiving Ready” 
This was the first time for the 
sale. In this 


lots, sizes, and styles the 


sale. 
pre-Thanksgiving Day 
were odd 
store wanted to clear out so that at 
tractive new shoes could fill display 
space and stock shelves 

women that 
black 


with 


Leading in shoes for 


are at top selling levels are 


suedes and brown alligators 
matching handbags. The latter have 
special store and win 
with | 


varied style display of brown alliga- 


been getting 


dow space, Miller giving a 


tor shoes and bags in a window 


arrangement naming the 
“Aristocrat of Leathers.” 
Many 


tracting attention to their shoes with 


display 


men’s stores have been at 
Christmas boxed 


handkerchiefs, and 


the plus items 


helts, 


Or ks ties 


wallets 


MEN'S CASUALS UP 
SALES IN CHICAGO 


Bor DOIR and lounging slippers and 


other dressy tvpes o 


| footwear have 


brought i good share of extra sales 
to Chicago area shoe stores and de 


Most 


display s and 


partments this month store 


set up their slipper 


bars early and business has been ex 


tremely active There is every evi 
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dence that final sales will show a 
marked increase in volume over last 
year. 

business has also 


Both Novem 


normally good 


Regular shoe 
been holding up well. 
ber and December are 
months anyway and the tradi 
Closed 


important 


shoe 
tion has held up this year 
toe pumps continue most 
in patent and black suede 
est activity in the 18/8 and 23/8 heel 


heights 


with great 


7 here has been an inerea 
calls for blue \| 


retailers regard blue a 


ing number of 
though most 
staple and stock it well, some have 
been caught short in this stead 
demand. 

Casual sales have been 
slightly ahead of past years 
est activity is in slip lasted 


chiefly in black suede. although black 


runnin 
(,reat 
types 





BERGDOF 
GODOMAN 


The Broadway musical, The Vamp, in- 
spired both this shoe and this ad by 
Bergdorf Goodman, New York. 





leather, and some blues, reds and 
action Vol 


seen an unusual 


browns have also shown 
ume type stores have 
demand for flats--far heavier than 
last year 


In the high style shops, vinylite 


in tortoise ind other finishes con 
tinues to sell well. Very delicate and 
black ede 


heels have tarted to edge out pumps 


open indals on slim 


in ccond selling Interest is con 


tinuing w inusual heel treatment 
particularly weled trim 
Resort ina 
sold well) in quarters 
and moderate prices ial ind 
ecanva type 1 f mn activity 1 
the volume ne department 
The men I t een one ot 
local 
scene In 1 ! tore ire run 


well it f Phi 


extra acti 


the bright ; 0 ou thie 
ning 


the range 
fesulted in 1 
tiple pair 
ness is about 

Rubber footwe 

going along ) | 
helped b ! rly col pell 
snow fall 
women ( entrated 
the Z welg f Children’s 


1 
I 


ST. LOUIS RETAIL TRADE 
SLOW AND SPOTTY 


Ween it traditional 


Thanksgiving clearanes thie 


not for after 
retail 
hoe picture nl sf Lou would bye 


indeed Bu Hie 


' 


gloom continues t 
hye el el pot 
wble to get particularl 


quarters 
lair 
On 
man 


il 
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uled to move into the stores in early 
December and it is hoped they will 
prove exciting enough to whet con- 
sumer appetites for a new pair of 
holiday shoes. 

The bright spots in the downtown 
retail area are the children’s depart- 
ments. The Friday and Saturday fol 
lowing Thanksgiving found these out- 
lets jammed to capacity. Though 
downtown operations have lost much 
of their 


suburban 


year-round business to the 


branches, the Christmas 
season remains a forceful one. The 
main stores boast the most elaborate 
window decorations, the gayest Santa 
Clau 


bring the children downtown at this 


lands, and therefore parents 
time of year regardless of the effort 
it takes 


benefit as a result 


All children’s departments 
* 


SAN FRANCISCO EARLY ON 
HOLIDAY PROMOTIONS 


Bi SINESS continues at a good pace 


in San Francisco with sales running 
from two to ten per cent better than 
last year for most shoe retailers. 


Christmas decorations and displays 
started appearing at the beginning of 
Thanksgiving week. The City of Paris 
started it with their huge thirty-five 
erected in the 
rotunda on the 


foot Christmas tree 
center of the main 
reaching upward to the 
fourth floor. All surrounding depart- 


ments in the store came out with the 


floor and 


Christmas decorations at the same 
time. Most of the other leading stores 
also brought out their holiday decora- 
tions and the Christmas season was 
off to an early start. 

Shoe 
their promotions along 
lines. First, there is the emphasis on 
shoes for all the family including 
children, teen-agers, and men and 
women, There are displays of shoes 
for holiday 
others for outing and winter vacation 
trips. Roos Brothers are promoting 
shoes for skiing and 


spots. 


retailers are concentrating 


sales three 


social occasions, and 


cold weather 


54 


Bar 
wntil you we 
the rest of 


thes shoe 


24 carat gold in 
on brown or black, $46.95 
just # hint of the 


new exciiemer 


ant 


9 Kast 57th St., New York, N.Y 


Heel interest makes news for Frank 
Brothers, New York, with this 24 
carat gold inlay at $36.95. 


Second, there are heavy promotions 
on slippers. This year there seems 
to be an even larger variety of colors, 
designs, and trims in the slipper show- 
ings, and there are models for every 
member of the family from the little 
tots to granddad, many with attrac- 
tive gift boxes, 

Third, there are the large lines of 
accessories that add to the holiday 
sales profits. These include hosiery 
for women and sox for men, leather 
handbags in dozens of shapes and 
colors, men’s belts, wallets, key con 
tainers, handkerchiefs, and many spe- 
cial items. Everything is dressed up 
for eye appeal for the holiday shopper. 

* ” * 


NEW YORK RETAILERS 
CONCENTRATE PROMOTIONS 


New YORK shoe retailers are wind- 
ing up the year 1955 with some good 
records. The over-all is a 
happy one. Inventories are in good 
shape and stocks are clean. Mer 
chants have liquidated broken sizes 
with special sales; but they really 
didn’t have too much to worry about 
on that score since in the main, they 
bought carefully and cautiously for 
the Fall and Winter season. It all 
adds up to the satisfactory prospect 
of being in an open-to-buy position 


picture 


for the coming Spring season. 

Shoe retailers, they 
must concentrate their promotions 
make them attractive and effective if 


aware that 


they are going to garner any part of 
the consumer’s holiday spending dol- 
lar—have put special emphasis on the 
season’s outstanding numbers. 

One high grade store did a very 
successful job with a black and brown 
promotion. Another one used smooth 
and grained leather combinations in 
an effective way; and still another 
concentrated on satin. 

Satin, in colors and in white to be 
dyed to match, has been going over 
level. Con- 
to the gala 


very well at the retail 
sumers are responding 
and holiday promotions that put the 
emphasis on satins for parties and 
evening affairs. 

Special promotion colors in leathers 
have done well too, especially in the 
transition shades—Winter into early 


Spring—-such as the beige tones. 
There have been calls for dark browns, 
too, and many retailers have been 
caught with short stocks on this color. 

Shoes in combinations of colors or 
combinations of smooth and textured 
accounting for 


Merchants have 


leathers have been 
good sales figures. 
indicated that vinylite continues to be 


good, and this applies to vinylite bags 








as well, either when sold with the 
shoes or separately. 

Altogether, shoe retailing in New 
York has been satisfactory and mer- 
chants are optimistic about the pros 
pects for the coming year. 

* * * 


BOSTON QUIET AT START 
OF HOLIDAY SHOPPING 


THE sale of house slippers and bou- 
doirs, plus an increasing demand for 
formal and semi-formal types of foot- 
wear, contributed heavily to the activ- 
ity in Boston’s retail shoe outlets as 
the Christmas shopping season opened 
early in December. The over-all pic- 
ture, however, was noi as rosy as it 
had been during most of the Fall. 
Business was described as quiet al- 
though retailers generally agreed that 
they expected the last six months of 
the year to show a slight increase over 
the same period in 1954. 
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YOU CAN RELAX WITH......... 


hw) 


.. King Bee 
MEN'S 

SLIPPERS 

AND 


SANDALS 


THE MOST WONDERFUL FEELING OF 
ALI IS WHEN YOU KNOW YOU 
CAN SIT BACK, RELAX. AND WATCH 
SALES PERCOLATE ALL BECAUSE 
YOU'RE STOCKING THE HOTTEST 
MOST WANTED SLIPPERS IN THE 
BUSINESS. ENJOY A REAL SIESTA 
WHEN YOU SHOW CASUALS BY KING 
BEE FOR THEY SIMPLY SELL 
THEMSELVES! SUCH QUALITY 
WORKMANSHIP, AND STYLING CAN'T 
HELP BUT DRAW CUSTOMERS LIKI 
A MAGNET. KING BEE SLIPPERS 
FEATURE BILTRITE WNUR-O-CEL 
WHISPER LIGHT SOLES AND BILT- 
RITE NURON CREPE SOLES 


KINGS FOOTWEAR COMPANY @® 47 WEST 34TH STREET, NEW YORK CITY 


December 15, 


1955 


MEN’S AND BOYS’ DIVISION OF HONEYBUGS, 


INC. 


THIS AD SUGGESTED BY MARK RUBY, N.Y. Cc 
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Review 
leRetail Trade 


A study in contrasts was noted in 
the women’s shoe department of the 
Jordan Marsh Company with younger 
women buying “party” shoes of silver 
or gold kid while older women came 
in asking for sturdy oxfords in black, 
suede, The formal 


either smooth or 


types were shown in plain pump 
types and also in highly skeletonized 
patterns. The slipper bar displayed 
a wide range of boudoirs in almost 
every color of the rainbow. 

The Solby Bayes Company, Winter 
Street, reported sales of a surprisingly 
large number of brown shoes although 


black still 


very wide margin 


continued to lead by a 
The former color 
it was said, had been selling far ahead 
of last Despite the 
fact that Boston has had only two 
inches of snow during the early part 
of the Winter 


has begun to sell, apparently in an 


year's figures. 


protective footwear 


ticipation of still more snow to come 
The Walsh Shoe Arch 


Street there 


Shop on 


recently that 


yin 


reported 


had been a minor revolution in the 
buying habits of older women, Where- 
as in past years these consumers of 
middle-of-the-road shoes have bought 
little other than suede, this year they 
have been asking for smooth leather 
in black, blue and even red. Brown, 
in this type of leather, has been con 
sistently in fourth place although in 
the dressie1 types of shoes, more pop: 
ular with the younger set, brown has 
been in second place, slightly ahead 
of red 

At the Temple Place store of Thayer 
McNeil, 


specialty, the best sellers have been 


where tailored types are a 


closed toe and heel types in smooth 
calf leather. Popular colors, 
tion to black, are 
There has been good buying of sweater 


in addi 
tan, red and blue 
lines 


pumps-—-with elasticized top 


in the same range of colors; and 
Christmas slippers for both men and 
women started to move early in De- 
cember. 


black 


suede was noted at Selby Shoes, also 


A continuing demand for 


on Temple Place. Some of the more 
popular patterns have been open-toe 
sling-backs with 


elasticized pumps, 
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insiep straps and pleated yvamps, four- 
eyelet ties with closed toe and heel. 
and pumps with moccasin seam vamps. 
Some blues and some browns have 


also sold 
* * n 


BLACK SUEDE STILL 
LEADS IN TWIN CITIES 


Minneapolis 


R ETAIL sales are up and the prom 
ise of a record Christmas business is 
geod as customers start their holiday 
Trafhe 


stores by 


purchasing early. is heavy, 


brought — into special 


Thanksgiving sales and by early 
Christmas advertising of gift sugges- 
tions. Stores put up their Christmas 
decorations early and business is now 
in full swing. 

Shoe merchants report good sales 
in street shoes and in dress footwear. 


John W 


its annual Thanksgiving sale of foot 


Thomas and Company held 


wear in which fashion shoes regularly 
selling for from $17.95 to $19.95 were 
offered at $12.85, and from $14.95 to 
$16.95 at $9.85, in new colors, styles 
and heel heights. Among these were 
many glamor styles suitable for holi 
day festivities. 

Black suede is a number one favor 
ite. C. M. Stendal featured 
pump in black 
detail and jet bead trim 
$18.95. Baker's offered 
combined with suede in slings in a 
variety of the season’s colors. Chan 
dler’s leather 


buffed to a velvety finish in burnished 


a sling 
suede with cut-out 
selling at 


luster calf 


presented pumps in 


copper, Tuscany red banana and 
wedgwood blue, selling at $9.98. High 
fashion stores are featuring alligators 
in classic ties or in straps. Colors are 
dark 


for $27.95 to $29.95 


beige. selling 
Handbags to 


particularly is 


brown or honey 


match are suggested 





A champagne taste and a Cadillac 
income—Designed by Herbert Levine 
for Joseph, Chicago. $50 and 100. 


suitable for Christmas gifts. 


bars are featuring very 
Multicolored me 


tallic brocade, combined with 


Slipper 
gay merchandise. 
satin, 
black velvet with nailhead and bril 
liants trim, crushed crepes in colors 
to match robes, Roman stripes, black 
velvet with trim of roses are some 
styles. In men’s 


elk-tanned 


color 


of the outstanding 


slippers, casual unlined 


leather in walnut or natural 


deerskin with elastic goring at the 
heel, lined with faille, opera kid slip 
pers and Romeo style with kid up- 
leather soles 
After-sports 
lined 


with lamb shearling, selling at $12.95, 


pers, rubber heels and 
and lining are good 
boots with glove tanned tops, 


are attracting sales. 


RG Ol-a4 — 
BAG... 


om om 


Saint Paul 


Cop weather and snow have given 
impetus to winter footwear sales for 
all of the family. Smart styling char- 


acterizes outer footwear tor women 
Among styles shown are water-prooted 
closing in 


poplin with one-button 


black, 


with low, 


navy, brown charcoal or tan 


medium and high heels; 
black elasticized nylon in medium or 
high heels; nylon stadium boots with 
fur cuff, zip-front and flannel lining, 
and nylons in black or brown with 
plaid lining and one-button closing 
with rubber soles to prevent slipping 
from $3.95 to $7.95. 


storm boots 


Prices range 
Children’s and juniors’ 
are offered in brown or red rubber 
with plaid flannel lining and one 
buckle closing 
There has been good movement in 


brown and 


loafers and saddles in 
black and blue and 
white and gray and white. The style 
that is cut low to flatter the foot is 
selling for $8.95 


fawn, or gray 


white, white 


a tavorite Loafers 


in red, brown, have 


sold well 


elk in carmello, gray o1 


Two evelet ties in glove 
smoke and 
mid-high wedges outlined in white, in 
smoke, gray or white 
casual styles offered by the 


Rule. both styles selking for 


red, blue. tan 
were 
Golden 
$8.95 
There have been some special sales 
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B.F.Goodrich 


Extrasoft rubber heel 


Feels twice as soft as ordinary rubber heels 
HE B. F. Goodrich EXTRASOFT heel is an entirely 


new kind ot heel It feels twice as soft as ordinary rubber 
heels--gives far more comfort. Buyers feel it, like it im 
mediately 
Another new feature is the EXTRASOFT heel’s light 
weight it weighs so little it actually floats in water. This 
too means easier walking, more comfort. The EXTRASOFI 
heel is made for men’s shoes in black and brown 
It has the B. F. Goodrich wood core that gives manufactur- 
ers important benefits. Wood core reduces ‘‘cripples’”’ because 
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there's no problem of missing heel seat nail 


! ] 
a tight edge making the heel an integral 


All of these features helt you make i 
that is easier to sell 


NATIONALLY ADVERTISED SHOE PRODUCTS 


B. F. Goodrich 


INDUSTRIAL PRODUCTS DIVISION 
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Manufacturing 
tid Markets 


Chicago 


Propt CTION is now well underway on Spring style 
shoes, with most deliveries scheduled from late January on 
Ketailers have about finished up their orders in this cate- 
gory and are now concentrating on play and casual types 
for sale in April and May. 
an increase in pairage for patents, 
Patents 


Most recent orders have seen 
particularly in pumps 


have been moving well ever since November at 


the retail end, and nearly everyone in the trade, expects 
this to be the biggest season on record. It is expected to 
vecupy the top position in the volume outlets at least 
Also, most first orders for Spring are heavy on pumps. 
rhis is partially explained by the early Easter which calls 
for more closed up shoes. However, follow up orders 
weigh heavily on the sandal and open up types for de- 


Navy 


blue has tapered off somewhat in favor of wedgwood. Cur- 


livery from mid-March on. In all orders flight or 
rent orders are also particularly heavy on straws, not only 
Orders 


are particularly heavy from volume stores in the moderate 


for casual wear, but also in the dressier versions. 


price range and with the so-called conservative or mature 
women customers. They are being ordered in black, black 
and white, all white, gray, and pastel blue, with a sprinkling 
of other It is pointed out they lend themselves 
particularly to 18/8 and 23/8 heel heights in both open 


and closed toe pumps and in strap versions. 


colors 


In the less expensive play types, most retailers have 
taken their cues from pre-holiday sales of cruise and re- 
sort wear, a8 to colors. Orders have been heavy for white. 


bark white, white in combinations, blue, some red, and 
lots of pink and blue, separately and in combinations, as 
well as pastel multi-colors and ombres. There has been a 
slight tapering off in flats and greater emphasis on the 


higher wedges, especially the 12/8 and 14/8 heels 


St. Louis 


Worn the settlement of the International-Brown-AFL-C1O 
labor dispute, chances for a record-breaking Spring season 
here in the St. Louis market. Spe- 
cialty houses have been reporting gains of from five to 10 


again seem assured 
per cent over last Spring ordering for the period, and it 
is anticipated that Brown and International sales again 
will pick up with the settlement, 

According to a spokesman for International Shoe Com 
pany, orders continued to pour in throughout the turmoil, 
with a let-up felt only in the last few days preceding the 
signing of new contracts, Very few cancellations were re 
ceived. The strike hurt most because of Brown and Inter 
national’s inability to take care of fill-in orders for the 
current retail selling season. 

The strike settlement, while happily received through 
out this market, came a bit too late for a group of spe 
cialty shoe manufacturers to carry through their negotia 
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tions with the unions preceding expiration of contracts 
December sixth. However, at a special meeting of union 
workers called on Sunday, December fourth, it was decided 
to extend the contracts until January 2, 1956—thus, work 
ers will remain on the job through these new negotiations 
(bout 5000 employes and nine factories are involved. 
While manufacturers here are pleased with the current 
pace of orders, and are pushing their production schedules 
hard to meet pre-Easter delivery dates, it is pointed out 
that this heavy ordering at the season’s start could bring 
Nonetheless, this fact 


the optimisim felt here. 


an earlier let-up. does not temper 


New England 


Mos' New England manufacturers returned from the 
Popular Price Shoe Show in New York more than satisfied 
with the volume of business booked there, some of it for 
shipment far in advance because of a rumored impending 
advance in the price of leather. In the face of this news, 
it was reported, resistance noted after the recent price 
While 
this buying has, of course, given most manufacturers a 
trade 


advance, faded away and buyers hurried to cover. 


welcome back-log of business, some authorities in 
New England feel that it may not be all to the good; that 
a production let-down may follow some time next Spring. 

Among volume manufacturers, production of novelty 
footwear for women, which has lagged, is now expected 
to increase rapidly since orders have been booked for 
delivery from early January to mid-March. 

Manufacturers of men’s and children’s shoes have shared 
in the increased business, although not to the same extent 
as in the case of women’s. 

Fabric converters also report an increase. While sampling 
has been the rule, firm orders now are being placed. In- 
metallics, prints, shantungs 


cluded in the demand are 


and linens. 


New York State 


SHOE manufacturers in New York report that their fig- 
ures for the year will be comparable with those of a year 
ago and, in the majority of cases, will exceed them to the 
extent of five per cent and more. Business has been good 
and orders on hand represent cutting and making through 
the next two months. 

The general reaction of manufacturers who exhibited at 
the recent PPSSA show was that retailers were interested 
in the new Spring lines and this would be further indica- 
tion that business will continue on a satisfactory basis into 
the new year. 

Rochester manufacturers are winding up one of their 
best years in recent times. Most of them look for business 
to continue good at least for the early part of next year. 
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Meet the Chiropodist 
[CONTINUED FROM PAGE 47] 


ody school was organized in 1912—the 
New York School of Chiropody (which 
a year later became The First Institute 
of Podiatry.) In the same year, Dr. 
William M. Scholl] launched the Illinois 
College of Chiropody. Both of these in- 
stitutions are among the nation’s best 
in the profession today. 

Over following years an estimated 
15 chiropody schools were started. To- 
day only six recognized colleges of 
chiropody are in operation: two in 
Chicago; one each in New York, San 
Francisco, Cleveland and Philadelphia. 


There hasn’t been any appreciable 
change in the number of chiropody 
students in the schools. In 1935 there 


were 864 students enrolled, and 226 
graduates that year. In the 1945-51 
period, due to government-financed edu- 
cation for GI’s, school enrollment aver- 
aged 1000-1200, but has since declined. 
In 1954, there were about 870 chiropody 
students, and 273 graduates. 


A Four Year Course 


When the first chiropody schools were 
launched, the total instruction 
was two months, with no special en- 
trance requirements. Today the chi- 
ropody student must put in from five 
to six years of education after high 
school to become a licensed chiropodist. 
The chiropody course is now four years, 
with one to two years of general col- 
lege education necessary for entrance 
into a chiropody college. 

While this great extension in train- 
ing is commendable and has raised the 
profession’s educational status, it has 
tended to reduce the number of young 
applicants. The reasoning follows that 
it takes only a year or so more of edu- 
cation to become a physician or dentist. 
There’s a growing feeling among some 
leading chiropodists that the foot-doc- 
toring course should require no more 
than three years, with one year of pre- 
chiropody college education, for a total 
of four years. As one of the profes- 
sion’s leaders remarks, “While it’s ad- 
mirable to lift our educational stand- 
ards, we must also face the realistic 
law of diminishing returns. Our chi- 
ropody schools for some time have been 
having an increasingly difficult time 
getting sufficient students.” 


course 


Official Recognition 


However, the profession’s rising edu- 
cationa] standards have been partly re- 
sponsible for growing official recogni- 
tion of chiropodists by the medical pro- 
fession. Chiropodists are now on the 
staffs of many leading hospitals 
throughout the country, including such 
famed institutions as the Mayo Clinic 
in Rochester, Minn., and the Deaconnes 
Hospital in Boston, the world’s diabetic 
treatment center under the celebrated 
Dr. Elliott Joslin, who is an enthusias- 
tic advocate of chiropody. 

Chiropody today represents the only 
“official” body on foot health. While 
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Chirop- 
odists is the official organization of the 
profession, undoubtedly the most pro- 
lifie source of information and public 
relations on foot health matters is the 
National Foot Health Council of Rock- 


the Nationa! Association of 


land, Mass. This non-profit enterprise 
annually issues hundreds of thousands 
of leaflets, pamphlets, posters, and other 
items. It has requests for millions 
more, but can’t fulfill these because of 
limited funds. The Council, founded in 
1925, inaugurated National Foot Health 
Week and Child Foot Health Week, in 
which many shoe stores participate. 


Chiropody and Shoes 


But what has been the role of chi 
ropody and the chiropodists in relation 
to shoes and shoe business? This has 
often been a somewhat nebulous and 
sometimes debatable where the 
chiropodist fits into the shoe picture, 
and with what authority. 

Shoe business has had five particular 
complaints against chiropodists: 

(1) Chiropodists in general (thoug! 
there are numerous exceptions) 
usually not technically qualified or in 
formed enough regarding shoes to pre 
scribe them. 

(2) The 
some chiropodists expect a commission 
from the store on old to recom 
mended patients. 

(3) The stocking and selling of shoe 
in the offices of some chiropodists. 


issue 


are 


“rebate racket’ wherein 


hoes 


(4) The occasional efforts to push 
through laws which affect the design, 
construction, sale and fitting of shoes. 

(5) Designating themselves final 
authorities regarding footwear. 

Let’s start with the first one. How 


technically qualified or informed is the 
average chiropodist concerning shoes? 

In years past, an appreciable share 
of chiropody students (an estimated 
65-70 per cent) came out of shoe busi 
ness, had a good background of shoe 
knowledge. Today only a small per 
centage (estimated at less than 10 per 
cent) have such a background. In the 
schools, a very small, limited propor- 
tion of instruction time (about 108 
hours over a four-year period) is given 
to footwear. Not many chiropodists 
have a working knowledge of lasts, shoe 
constructions, materials, fitting, sizing, 
ete, 

This is particularly ironical, in that 
the foot doctors and medicos recognize 
or claim that most foot ills today stem 
from shoes—habitual wearing of high 
heels, improper fitting, incorrect lasts, 
ete. Hence, if footwear presumably 
causes such a large share of foot dis 
orders, then proper footwear should 
logically remedy a large portion of 
these ills. Despite this obvious reason 
ing, shoes and shoe therapy with the 
average chiropodist fail to receive due 
technical attention. 

A somewhat peculiar attitude re- 
garding shoes prevails among many 
chiropodists, who feel that this aspect 
of their work lacks “professional sta- 
tus” because it’s associated with some- 
thing commercial. Chiropody’s profes- 





sional journals seldom carry articles 
or information concerning footwear; 
and some of those that are published 
tend to be more theoretical than practi 
cal. The profession’s national or re- 
gional conventions seldom contain a 
scheduled discussion of shoes on their 
technical programs. And it is rare to 
see a practical shoeman as a speaker 
programs, or at regular chi- 
ropody meetings. It might be rightly 
said that appear to be the “un 
wanted child” of the profession. 

The “rebate racket” has long been a 
sore point with many shoemen, How 
ever, corrective steps have been taken 
For example, the National Association 
of Chiropodists’ Code of Ethics now 
states, “A chiropodist shall not request, 


on such 


shoes 


solicit, accept or receive any rebates or 
commissions from the prescribing of 
any agent used therapeutically.” 
This, says the N. A. C., includes shoes. 
However, the “rebate racket,” the 
N. A. C. told the Boor AND SHor RE 
CORDER, “is as much a problem of some 
shoe dealers who make their livelihood 
prescription-type 
service, We 
obviously have no way of policing this 
definitely frowned upon 
official 


by specializing in a 


as it is our own members 


The practice i 


and considered unethical by all 


bodies and most members of the pro 
fession dd 
Selling of Shoes 
As regards some chiropodists stock 


ing and selling shoes in their offices, in 
past years this 
Today, only a handful do it 
practice isn’t in violation of 
N. A. C.’s Code of Ethics, it’: 
sidered professionally ethical. In the 
the chief cited for this 
practice was that most shoe stores had 


uncommon, 
While the 
the 
con 


wa not 


not 


past, reason 
such a heavy turnover of lasts, styles 
and brands, that patients often had 
difficulty making repeat purchases, year 


after year, of the same shoe. So the 
chiropodist would carry his own stock 
of shoes. Today, however, the great 


majority of chiropodists find they can 
obtain the prope for their pa 
tients via regular shoe stores 


shoes 


Shoemen are occasionally aroused by 
the efforts of chiropody groups in vari 
ous states to push through laws con 
taining handicapping restrictions on 
the design, construction, sale or fitting 
of shoes; or laws applying to the sale 
or prescribing of commercial foot aids 
in shoe stores. The industry to 
date has successfully opposed passage 
of such legislation. Sometimes such 
legislative efforts have reached amus 
ing extremes. For example, some years 
ago a group of chiropodists in Illinois 
tried to push through a law to eliminate 
the Cinderella story from children’s 
books in the publie school. The reason 
the Cinderella story wrongfully encour 
aged children with the idea that smal! 
feet—-and hence small shoes—were the 
ideal. This would lead, said the chi 
ropodists, to the habit of wearing shoes 
for growing feet. 
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too small 
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Washington Newsreel 


by: (1) keeping the congressional in- 
vestigation of automation alive; (2) 
broadening executive studies on what 
to do about displaced workers (Wash- 
ington doesn’t “buy” the belief that 
they'll be absorbed elsewhere); 3) 
starting another investigation to find 
which products can best be produced by 
automated processes, and (4) creating 
a new bureau to retrain workers who 
spread of auto- 


lose jobs because of 


mation, 
Actual 
year away 


legislation still is at least a 


But accomplishment of the 
above will help “sow the seeds of legis- 
lative intent,” as one union chief puts it. 


* ” 7 


Short-term-high intensity noise does 
significantly workman’s 
mental performance, according to tests 
conducted by the State 
College for the U 


not reduce a 


Pennsylvania 
S. Air 
the college 


Force. 
Further, says, 


does 


presence 
of high noise inter 
fere with the recall of nonsense sylla 
bles and verbal 

reyardles of conditions 
which the 


intensity not 


meaningful material! 
the 
materia! 


under 


was originally 


learned 


Details of the noise tests, which also 
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cover noise and personality, and loss of 
hearing, are contained in a new gov- 
ernment report, “The Effects of Noise 
on Human Behavior,” (PB 111402) 
available from the U. S. Commerce 
Department, Washington 25, D. C., for 
two dollars. 
* * 

Congress and the Federal Trade 
Commission are studying new laws and 
regulations to control more effectively 
the competitive advantage of retailers 
who buy directly from manufacturers 
and get large discounts. 

The House Smal! Business Committee 
is looking into charges that the laws 
clarification to cover manufac 
who charge one price to whole 
salers and a slightly highe: 
retailers who buy direct. 

In_ this the smal] 
who must buy from a wholesaler is at 
a competitive disadvantage the 
store which gets a better price by buy- 


need 
turers 
price to 


case, merchant 


over 


ing direct 

The Federal Trade 
looking into the possibility of taking 
action against mass retailers who have 
allegedly forced manufacturers 
to permit them to buy at the wholesale 
prices, although doesn’t war 
rant the extra price cut. In both cases 


Commission is 


some 


volume 


the charges are filed by small business- 
men who want more protection 

The problem of functional, trade and 
price differentials is 
complicated and always subject to 
criticism by the courts. Should either 
Congress or the FTC come up with a 
new law, it will not be as stringent as 
seeking. 


discriminatory 


are 


small businessmen 
* * ” 


The solution for apprehension over 
excessively liberal credit terms is “rea- 
sonable self-restraint and careful se- 
lection of risks” on the part of busi 
nessmen, according to a committee of 
the American Association. 
The ABA’ Credit 
mission, cautioning government 
and banking frankly 
worried 


Sankers 
Installment Com 
that 
authorities are 
the 
businessmen 


The government 


somewhat ove} present 


credit picture, says are 
faced with a dilemma: 
is attempting to combat inflation with 
a restrictive money policy at the same 
supporting a high rate of 


and employment. 


time it is 
business activity 

“Controlled flexibility appears to be 
the sound policy to follow,” counsels 
Philip Wollcott, chairman. 
Relaxation of Insound 
competition should be 


committee 
terms to meet 
guarded against, 


he warns. 





Ignore Your 
Competition 


[CONTINUED FROM PAGE 49] 
bill was traced through the store, Later, 
the bulk of found 


in a box box was a Jacob- 


ransom 
That 
Mrs 


convicted 


money was 
shoe 
shoe box Bruno Hauptmann, 
the 


of the store. 


soni 


wife of kidnaper, was 


a customer 


Jacobson ha repudiated accepted 


criteria and has substituted a new twist 
in meeting retail competition 
but 


‘give-aways,’ 


“Price-cutting, drastic unnece 


ary alterations, ‘new’ 


policies—all point up the competition,” 


he asserted. “Drawing attention to 
Just maintai: 
Then 


your 


competition is a mistake 


quality and service ignore your 


competitors and customers will 


probably do the same.” 
How is thi 
stantial 


chalked 
six months 


policy working out? Sub 


volume increases have been 


up since competition appeared 
ago. Inventory and ad 
increased 


the 


vertising budgets have been 


for even greater volume in second 
half of the year. 

1902 Jacobson 
Street 
In 1910 


and Madison 


It was back in when 
started his business on Essex 
in New York’s lower East Side 
he moved to 108th Street 


A few 


opened at 


second 


115th 


later a 
Madison 


Avenue years 


init Wa and 


Street 


60 


opene i 
sy 1930, 
this 


area, one for novelty women’s shoes, an 


In 1919, the first store was 
on Fordham Road, the 


Jacobson had three shoe 


sronx. 
stores in 
customers 


for semi-orthopedic 


and the third an exclusive men’s store 


other 


In 1939, he moved to his present loca 
the Concourse, 

Bros. 
other stores, one in upper Manhattan, 
651 West 181st Street, and one in 
Miami, Florida, 20 West Flagler Street 
Lines include 
jontel in 


tion on 


Today, Jacobson operate two 


carried in all stores ted 
Barefoot Originals, 


Cobbies 


Cross, 


tyle shoes; and Fortunets in 
casual 

brother 
Benjamin, a son Harold, and a nephev 
Harry 


pansion in New Jersey and Long Island 


Associated in business are a 


Plans are being made for ex 


Meet the Chiropodist 
[CONTINUED FROM PAGE 59] 


Lastly, shoemen are resent- 


ful 


themselves as 


many 
chiropodists 
final 


about self-appointing 
authorities on all 
pertaining to shoes. For 
the N. A. C., as well as 
the 
have from time to time attempted to 
“Seal of 
whereby shoes must comply with cer- 
tain specifications to be given an official 


matter eX- 


ample othe 


organized groups in profession, 


launch a Approval” plan, 


the chiropodists. 
or charge to shoe 


“endorsement” hb 
Usually there’s 
manufacturers for 
advertise the 
chiropodi st 


a fee 
permission to use 
with the 
claimed that 

to provide the 


and Seal hoes. 
The 
step was necessary 
lic with means of 
that the complied 


foot-health 


uch a 
pub 
some “assurance” 


shoe with certain 


require ments. 

However, according to the N. A. C., 
these Seal of Approval plans have now 
largely abandoned “since govern- 
agencies now prevent abuses and 
safeguard the 

now admits that the Seal 
“has little po ibility 


been 
ment 
attempt to 
The N. A. C. 
of Approval idea 
of realization.” 


consumer.” 


There’s also the matter of “statistics 
on foot defects” as employed by the 
chiropodists and shoemen alike. For 
example, that 8 out of 10 adults and 
7 out of 10 children are “foot defec 
tive.” The origin and ccntinuity of 
statistics have no scientific justi- 
Yet these highly questionable 
figures have become so widely accepted 
that 
them as 

Actually, the figures 
a variety of foot 
veys.”’ It’s the 1 
methods 
tion. For 
ject 
gree 


such 
fication. 
even government agencies use 
gospel facts. 
are derived from 
examination “sur 
the 
used tn open o ques- 
examined sub 
“first de- 
the 


example, an 


may be ascribed with a 


weak foot” 


[TURN TO 


when actua 
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Manufacturing and Markets 


[| CONTINUED FROM PAGE 58} 


November production was brisk at almost all shoe plants, 
but there was the usual delay in some orders being re- 
ceived immediately following the Chicago show. Manu- 
facturers who showed lines at the National Shoe Fair or 


attended it thought retailer reaction indicated an excellent 
Spring. Similar results are expected from the Popular 
Price Show in New York. 

Rochester shoe manufacturers are advancing prices some- 
what more cautiously than was indicated by their earlier 
statements of the need for such action. Most companies 
have made a few upward adjustments and are planning 
others 

They say that retailers so far have not objected too 
much to moderately higher prices. However, the smaller 
factories are inclined to feel their way cautiously in raising 
prices, lest they lose customers who are known to be 
( lose buvers. 

\ maker of children’s shoes summarized his position 
concisely, saying that higher labor costs, rising leather 
prices and the higher cost of shoe machinery are seriously 
cutting into present slender profit margins. 

In fact, it is difficult to find a shoe manufacturer in the 
Rochester area who will admit making a satisfactory profit 
this year, despite good sales. 

The policy of most companies is to increase prices only 
enough to restore normal profit margins which have been 
gradually eaten away by the inflationary trend. 

General economic conditions in upstate New York con 
tinue good. Factory employment is high and at record 
wages in most cities. Eastman Kodak Co. has announced 
its largest profit-sharing distribution. 

Although a few old-established retailers are quitting 
business, almost none are shoe stores. On the other hand. 
this year has seen the opening of quite a number of new 
shoe stores, especially in shopping centers. 


SHOE ENOUGH 
By Bess Ritter 


ONE of the most ingenious shoe styles that was ever in 
vented was known as the “knob sandal” and was worn by 
the people of India and Persia. It consisted of a sole that 
was sometimes mounted on clogs, and was always held in 
place on the foot by nothing more than a knob that was 
slipped between the big toe and second toe. Such shoes 
were usually carved from solid wood, Although they were 
far from the most comfortable type of footwear in exist- 
ence, they were worn by both sexes and all classes, except 
ing when curious deviations were introduced, such as a 
feminine version in which the clogs were actually joined 
together by a fine chain. This forced the wearer to walk 
in tiny, jiggly steps 

Brides wore knob sandals made out of hammered silver 
because silver was believed to have many good luck prop 
erties, and this type was adopted by the dusky brides of 
Africa when Indian traders introduced them there 

But the most outstanding variations of the knob sandal 
were sent to France in the 1870s so that they could be 
put on display in the Costume Exhibition that was taking 
place in Paris. One pair boasted ivory knobs that were 
carved to resemble lotus flowers. Each had six red-tinted 
petals which opened every time the foot pressed the sole, 
and then immediately closed, so that the process could be 
repeated as the wearer walked. The white ivory knobs of 
another pair were unusual because they could be heard 
as well as seen by making tinkling sounds every time the 
wearer moved, 
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Meet the Chiropodist 


[CONTINUED FROM PAGE 60] 


The tiniest sem 
the 
not 


snoe 


foot is in good health 
blance of a corn makes 
“foot defective.” <A 
straight (even in 
countries the little 
perfectly straight), is 
foot defect. In short, there are no ac- 
curate standards. 

Thus the commonly used “statistics” 
on foot defects may be idered un 
realiable and highly exaggerated. Few 
people are in perfect physical health 
absent of any blemish or slight ill. Yet 
they aren’t classified as ill or physically 
defective individuals. As to the statis 
tics on foot defects, it can be justifiably 
concluded that the number of genuinely 
foot defective individuals can be cut in 
half, at 


subject 
perfectly 
wearing 


toe 

non 
' 

usually 


toes aren’t 


classified as a 


cones 


least 


Chiropodists Complaints 


The have also claimed 
a group of common complaints against 
shoemen. The two most common are: 
(1) Manufacturers inserting and ad 
vertising feature in 
(2) selling 
cial foot aids, 
rective” adjustments in shoes via pads, 


chiropodists 


“corrective” 
Retailer 
and 


hoe comme! 


also making “cor 


cookies, ete 

On the first point, the Federal Trade 
Commission has stepped in to do much 
of the this. In 
recent cam 
ordet 


work on 
conducted a 


“nolicing” 


years it has 


paign, issuing “cease and desist” 
in scores of instances to shoe manufac 
, concerning either the construc 
claim with 
The situation today is 
under orderly control, as com 
pared with the 1930's, when there were 
over 1000 brands of “health” or “arch 
upport” shoes, and nearly 200 differ- 
ent brands of “doctor” shoes on the 
market 

As to preventing retailers from sell- 
ing commercial foot aids or making 
corrective adjustments in shoes, there 
to be no foreseeable solution. 
retailers do not see this 
as a “problem” in the first place. So 
long as it’s legal for department stores, 
variety stores, drug stores, supermar- 
kets and other such establishments to 
sell commercial foot aids, shoe 
perhaps have more “right” to qualify 
for a share of this estimated $35, 
000,000 business. 

As to making adjustments in 
via pads, retailers 
that this is an part 
business, and is 
medical territory 

Chiropodist 


ture! 


tion or advertising used 


such footwear 


quite 


appears 
In fact, most 


stores 


shoes 
say 
of shoe 
no infringement upon 


cookies, ete., 


essential 


have long been urging 
a movement to license shoe fitters, par 
ticularly those involved in fitting “cor- 
rective” types or children’s 
fact, a fair share of 
selves favor such a plan. to 
date been no success, or no 
movement, in this direction, and 
there’s not likely to be in the foresee 
able future. 

The chiropodists have 


shoes. In 
shoemen them 
However, 
there's 


mass 


succeeded in 


setting up legislation for the compul- 
sory annual examination of schoo! chil- 
dren’s feet. The Nationa] Foot Health 
Council, under the of Dr. 
Joseph Lelyveld, has largely re- 
sponsible for getting such laws passed 
in Massachusetts, Rhode Island and 
California. Numerous other states are 
considering passage of such legisla- 
Such a law is regarded favorably 
by most shoe men, in that periodic foot 
examinations often the wearing 
improperly fitting 


direction 
neen 


tion. 


reveal 
of out-grown o1 


shoes. 


{ “Joint Committee” 


interested in 
working relations with 
Quite definitely, 
“joint committee” 
has strong 
The latter 


Are the 
building closer 
the industry? 


yes. 


chiropodists 


snoe 
The 
of shoemen and chiropodists 
approval by the N. A, ¢ 


idea of a 


states: 
“We think it is very 
committee be set up 80 


that 
a joint that 
problems concerning both the shoemen 


important 


and the chiropodists could be discussed. 
The greatest difficulty in the past has 
We think 
launch 
the 


been lack of communication. 
that perhaps the best 
such a committee would be for 
shoe industry to sponsor it and invite 
representatives of the Nationa! Asso- 
ciation of Chiropodists to help in its 
formation. It would require only a 
couple of officials or delegates from 
each side to implement a plan for fur 
Once there is an estab 


way to 


ther action... . 
lished basis for an exchange of ideas 

and we hope this can be arranged soon 
deal of benefit will 


a great mutual 


arise. 

With the thought of placing more 
deserved attention on the role of foot- 
wear, the N. A. C. recently established 
two within its organizational 
structure: (1) the Council on External 
Affairs, Commercial Relations Section 

which itself with gen 
eral the shoe indus- 
try and the profession; (2) The Shoe 
of the Scientific Council 
with the scientific or technical 
aspects of footwear. 


sections 


will concern 


relations between 
Section con 


cerned 


It has been suggested that coopera 
tive projects shoemen and 
chiropodists could be worked out on a 
local community level. For example, 
regular meetings with educational ses 


between 


sions alternating between the chiropo- 
dists and the shoemen. Such a plan, 
incidentally, been employed with 
much the Detroit area. It 
could spread to other cities, create the 
necessary bond 
tween the two groups. 

If, therefore, “lack of communica- 
tion” appears to be the primary obsta- 
cle and problem, it is fortunately one 
with a variety of feasible solutions. It 
does appear, however, that the initia- 
tive in establishing such communica- 
tions will fall into the hands of the 
shoe industry. The N. A. C. appears 
ready and willing to set up a joint com 
mittee with the industry and formu 
late plans fo1 and active 
‘ooperation. 


has 


success in 


of communications be 


closer more 


We Ask Them Why 
They Didn’t Come Back 
[CONTINUED FROM PAGE 50] 


store signs and in the direct mail litera- 
ture that Young Set mails out to cus- 
tomers periodically. 

Markowitz also made certain that his 
customers realized that he offered them 
experienced orthopedic services by dis- 
playing in-store signs that featured 
orthopedic fittings and corrective foot- 
Such a sign was particularly 
placed adjacent to the main store coun- 
ter where all customers pick up their 


wear. 


purchases. In many cases, the customer 
may ask about such fittings and Marko 
witz explains the necessary details. 

“To back up our orthopedic service, 
we make periodic visits to local physi- 
cians and hospitals and make practical 
demonstrations of our shoes,” says 
Markowitz. “It only takes a few minutes 
to talk to a doctor and we let him han 
dle the shoes that we have brought in. 
We find that this makes a weighty im- 
pression and it has resulted in bringing 
us a substantial amount of prescription 
business.” 

For the customer who explained that 
get to bring the 
into Markowitz 
from his stock, 


he couldn't away 
the 


made a selection of shoe 


youngster store, 
basing the size and type on the young- 
ter’s past record, and paid a personal 
visit to hex Needless to say, he 

ld the youngster a pair of shoes and 


home. 


since has a standing order to make re- 


peat home visits. 


“All customers are told when leaving 
the store, that if they can’t get around 
to visiting us when they receive our 
reminder card for another pair of shoes, 
a telephone call will bring us to their 
Markowitz. “While 


we aren’t trying to build a home show 


homes,” explains 
ervice, we are definitely interested in 
erving our customers to the best of our 
ability and we find that it has helped 
us to keep customers who we ordinarily 
would have lost.” 


Veu 


Each day Markowitz clips from the 
newspaper the column that lists 
new births. This is dated and filed. At 
eight months to the day, the parent re 
ceives a hand written letter from Young 
Set that invites the parent to come in 
and get a free pair of shoes. An aver- 
age of five per take 
advantage of the offer, but other cus 
remark 


Getting Business 


local 


cent come in to 
tomers coming into the store 
that they did remember getting such a 
letter from Young Set at one time or 
another and that’s why they remember- 
ed coming here. The returns from these 
letters therefore justify their mailing. 

the advertising 
a store does, the 


“Regardless of all 
and promotion that 
way the actual fitting and sale is han- 
the reason for 


[TURN TO PAGE 66, PLEASE] 


dled is predominant 
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MEN’S, WOMEN’S AND PARTICULARLY 
CHILDREN’S SHOES need all the finish 
durability you can give them! Retailers 
want shoes that stay factory bright. 
Duralene, the new finish that doesn’t / e 
“drop off” between packing room and { DURALENE 
shoe store — provides both advantages. | for the packing room 

Yes, and wearers find that this i é. , 
water-repellent finish will keep its is the 
sparkle far longer — actually 


ft 
eliminates rain spotting. | \ ayre 
The cost? Probably no more than Wi f al [ P| NI5 tle ) 


you are now paying because Duralene 
adds value without increasing the cost. 
Ask for a demonstration today! 
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he family of ; 
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UNITED SHOE MACHINERY CORPORATION 
*Trademark BB Chemical Co. 
BOSTON, MASSACHUSETTS 


December 15, 1955 





At 


aa 


the 


PEAK 


& 


of 
QUALITY... 


Manufacturers add useful life to their shoes 
with Farberized Insoles and Farberized Welting 


Farberizing replaces water sol- 
uble tannins with stable fats and 
oils... seals off each fibre but 
retains porosity of the leathers. 
As a result... 


Farberized Insoles and Welting re- 
sist the destructive chemical action 
of sweat and moisture . . . resist 


160 FREMONT STREET 


Half a Century 
Of Shoemaking 


| CONTINUED FROM PAGE 45] 


on in 1900 did not see 


anything at all new. 


his policy as 
It was, he main- a 


shrinking, curling and cracking 
..+ preserve the original size and 
shape of the shoe. That is how... 
Manufacturers like JOSEPH M. 
HERMAN SHOE CO. add dollars 
of shoe value for just a few cents 
more with Farberized Insoles and 
Farberized Welting. 


WORCESTER 


istent dividends to stockholders and 
in steadily mounting benefits to work- 
ers who were in the van of the parade 
of American industrial progress. 

Mr. George F. Johnson’s policy with 
respect to workers was essentially that 
personal relationship should and 
must exist between workers and man- 


tained, simply the Golden Rule applied 
in a practical way to management. 
Like Mr, Charlie’s Guide Step Shoes, 
which he considers the most important 
single development in shoemaking since 
he has been connected with Endicott 
Johnson, the proof of the pudding 
appears to be in the eating. Mr. George 
F’s policies paid off in good and con 


64 


agement. One would have thought that 
this personal reiationship, possible 
when the company numbered from 
1400 to a few thousand employees, 
would have to be sacrificed by the very 
magnitude of the present manufactur- 
ing community of 20,000 workers. 

The that it never been 


fact is has 


sacrificed. The further fact is that 
most of the credit for its maintenance 
lies directly on the shoulders of Charles 
F. Johnson. It probably has been pos- 
sible only because of Mr. Johnson’s 16 
hour workday. 

The personal relationship’s _ best 
demonstration of continued vitality 
in the fact that every worker, 
male or female, thinks no more of 
addressing Mr. Johnson as “Charlie” 
than he would think of speaking to the 
man at the next machine as “Mike.” 

The company maintains two $1,000, 
000 recreation centers, oné in Endicott 
and the other in Johnson City, which 
as the “living rooms” for this 
On every Saturday 

Fall, Winter and 
“family”’ parties 
of them in 

These parties 


exists 


erve 
enormous family. 
night through the 
Spring, there will be 
of EJ workers, 
of retiring workers. 
there will be more than 40 this year 

king-sized. The average dinners 
about 1,500, but dinner parties 
with 2,000 guests are not unusual. 
“Charlie” has never missed He 
shakes hands as many as 400 times in 
an evening. Because he sees them so 
often, Mr. Johnson has the 
thousands of his workers on his tongue’s 


most honor 


are 
attract 


one, 


names of 


end. 

The working out of 
unusual home construction program i 
another case in point. The Company 
has invested more than $25,000,000 in 
homes, paved and sidewalks, 
sewers, landscaping and the other ac 
couterments of a residential! 
community. It isn’t that 
spring up magically in the Triple Cities 
under the EJ home policy Whole 
neighborhoods exist this Fall where 
there were only open fields last Spring. 

Mr. Johnson has called on every new 
EJ family since the home program re 
sumed in 1947 after shortages had im 
posed an interruption during the war 
years. A dramatic exposition of the 
personal touch is his cellar to attic 
check of the new premises, his inquiry 
of the new home-owner as to whether 
he has anything to complain about in 
the construction. At this point, one 
sees the head of a $90,000,000 Corpora 
tion dropping to his knees to inspect a 
bad board along with an edge-trimmer, 
perhaps, who has just bought a new 
$9,000 home. Neither anything 
unusual in the practice or in the ex 
change of homely comments on the 
construction job. 

These homes are not built for 
lation. The program is so popular EJ 
is six years behind in filling requests 
for the new residences. The mortgages 
are guaranteed by the Company. There 
is no such thing as eviction of an EJ 
from an EJ home. 

Mr. Johnson gets to his office in 
Johnson City 6:45 A.M. Among his 
first activities every day is to check 
newspapers for deaths, illnesses and 
accidents involving EJ workers and 
their families. Because EJ is itself a 
community of 50,000 workers and their 
families, there are few days when one 

[TURN TO PAGE 67, PLEASE] 
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he e Ask Them Why Replaces Store Fixtures When New Look Is Needed 
They Didn’t Come Back 


[CONTINUED FROM PAGE 62] “life” to all display fixtures and ance, but which serves the same pur- 
furnishings bought for the store, and pose.” 

bringing the customer back,” explains replacing each as soon as the date 

Markowitz, “We place the youngster arrives, is a novel policy which has 


BOULDER, COLO.-Assigning a definite is as different as possible in appear- 


totation of fixtures and furniture 
throughout the store is largely a 


completely at ease with comic books, ‘ent much eye appeal to the smart matter of following trends, according 


hard candies, small novelty items and store of Smith Shoe Company here 
o-called penny toys. Then we can de This plan has been in effect for the 
vote practically all of our time address- !ast two decades, according to Kenneth 
ing the parent while fitting the young Smith, general manager, who is a 
ters.” firm believer in change. 


to Mr. Smith. For example, two years 
ago wrought iron-legged tables, chairs 
and couches appeared on the style 
horizon, and all of the fixtures removed 


Young Set usually makes two sales “It is all too easy to become attached ce ye have been replaced with 
to a customer by letting a parent ex to furnishings and to keep them in ies se eatin ae 
amine shoes for herself while the young use long after their eye appeal and 
ter is being fitted. Markowitz just value to the store have vanished,” he 
takes a few of his latest numbers from aid. “For that reason, we decided long 
tock and hands them to the mother 40 to set up a program whereby one 
while fitting the child. This gets the by one, all fixtures, furniture, ete., 


parent interested and she asks for her would be automatically replaced on a 


ize. So without promoting a sale, the cycle basis. For example, we have been 


“It’s difficult to estimate the number 
of years during which we can expect 
useful service from any piece of 
furniture,” Mr. Smith said. “It will 
seldom exceed six years. This isn’t 
taking into consideration such factors 
as excessive wear or loss of appearance 


> | uo ae > ‘ver ae 
parent makes a decision to buy a pai using a heavily padded kidney-shaped due to rough treatment. However, we 


of shoes for herself display table at the front of the store 
“We never ask the parent if she for several years, covered with pink 
want hoes for herself,” he says, “we leather, tacked down with heavy brass 


can determine just about how long we 
vant our customers to see the same 
fixture, and instead of repainting or 
ust lay a few pairs down on the seat tuds, and mounted on blonde hard refinishing, we prefer to replace them 


next to her and ask her to lo k them wood legs While this IS a highly im with something as different as possible, 


over While fitting the youngster. In pressive and unusual fixture, it has Which will serve the same purpose.” 
evitably, she becomes interested and a been in place long enough so that every Net result, as imagined, is a con- 
oon as the youngster is fitted, the resident of the city is familiar with tant state of change in the store’s 
parent is next. We make double sales t, and consequently, it is soon to be appearance which has brought much 
to more than half of our customers who removed. In its place, we will probably comment from customers, and pays 
bring their youngsters in without any ise some form of Formica-topped off in keeping the store interesting if 


ales effort or pressure.’ table, a low coffee table, ete., which nothing else 
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Half a Century 
Of Shoemaking 


[CONTINUED FROM PAGE 64] 


\ 


or more of the workers are not involved 
in some personal tragedy. Again, Mr. 
Charlie responds to these events in- 
volving a co-worker as the man at the 
next bench would if his colleague were 
in trouble. He calls in person as a 
friend rather than a boss. He does 
what he can for the victim, and with 
the corporation’s enormous resources at 
his disposal he can, and does, do a lot 
in Serious cases. 

Endicott Johnson spends $3,000,000 
a year on a unique medical and hos- 
pitalization program. It has cared fo 
workers—or their wives or children 
in cases which have cost the Company 
up to $27,000 for a single illness. 
Workers who get this unique benefit 
get also bills at the end of their illness. 
The bills are stamped _laconically: 
“Paid in Full.” 

Over and above five blanket wage 
increases, Endicott Johnson workers 
have received benefits exceeding $73, 
000,000 since Charles F. Johnson be 
came President of the Company. These 
have been in the form of pensions 
the Company was one of the first in 
the country to introduce a retirement 
plan for hourly paid and piecework em 
ployees—in discretionary bonuses and 
other benefits. 

Mr. Johnson carries his interest in 
people from the Company level to the 
community level. Aside from his identi 
fication with every community service 
activity of the last generation—he was, 
by the way, the prime mover in a suc- 
cessful campaign to embrace 54 com- 
munity service agencies under a United 
Fund for community financing and was 
thereafter designated “the first citizen 
of Broome County” by the United Fund 
membership—Mr. Johnson has directed 
his community activity in particular 
toward education and aviation. 

In the former field, he was a prime 
mover in the campaign to establish the 
area’s first college, Triple Cities Col 
lege of Syracuse University. There 
after, his influence was paramount in 
persuading New York State to estab 
lish Harpur College as the first liberal 
arts college of its kind in the state. By 
appointment of former Governor 
Thomas E. Dewey, he heads the Harpur 
College Board. Mr. Johnson was also 
prominently identified with the move 
ment which persuaded New York State 
and Broome County to establish Broome 
County Technical Institute, also the 
first institution of its kind in the area 

Broome County had lagged badly in 
provision for modern air transporta 
tion when Mr. Johnson became the 
most influential backer of a campaign 
for a $5,000,000 county air terminal, 


another successful venture in com 
munity leadership. On the business side 
of air transportation, he invested 
heavily in Mohawk Airlines, probably 


tipping the scales in favor of the suc 
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cess of that formerly struggling ai: Mass., a ailor and soldiers His 
carrier. He serves on the Mohawk rrandfather was a captain decorated 
Board of Directors Endicott John for bravery in the Civil Wat His 
son, incidentally, was one of the first father accompanied his uncle, the late 
industrial concerns anywhere to put George F. Johnson, to Binghamton in 
chase a plane for rapid air transport the 1880’s to write the first chapters of 
Mr. Johnson is by no means the first the success story of Endicott Johnson 
Johnson to have left his stamp on area To Mr. Charlie, his career as head 
institutions. No fewer than five schoo of Endicott Johnson is both vacation 
are named after members of the fami and avocation He ducks both short 
ly, the most recent being the C. Fred workdays and long vacations. He has no 
Johnson School in Johnson City, it pecial summer or winter homes. He i 
memory of his father, and the Charle almost never il] and rarely appears to 
F. Johnson, Jr., Schoo! in Endicott, in be tired 
tribute to himself. “Tl like doing what I do,” he say 
Mr. Charlie is the descendant of a “And it’s not work because I like it 
family of which several generation Chere isn’t any other way I[ want to 
had lived in the vicinity of Plymouth, ive than as just another EJ worker.” 


Announcement 
, | re sae 


that Maurice J. Markell and the 
W. B. Coon Company have con- 
cluded their contractual relations. 
Tarso Pronator and ‘Tarso Supina- 
tor shoes are manufactured exclu- 
sively by Maurice J. Marke land are 
sold by Maurice J. Markell Co., Ine. 


The W. B. Coon Company will 
continue to manufacture Ortho 
Planitor and Ortho Talipe Juvenile 
shoes made over new lasts which 
substantially differ from the lasts 
being used in the manufacture of 


Tarso shoes. 


W. B.COON Company 


37 Canal Street Rochester 3. 


STYLES! FABRICS! COLORS! 


folu the New UNI-MOLD Construction! 


Let the three‘ C’s of Converse casuals 


for 


56 comfort, color and coolness 
spur on Spring and Summer sales for you 


om ee A's Se = 


Better footwear and a brilliant new line, key 
to a bigger '56 for you! 


CONVERSE 


with the sales-making 


TRIPLE ‘C’ COMFORT CUSHION ARCH 


For the new season 
canvas footwear in improved 
construction, 
outdoor and 


Converse Bay 
as 

designs, for 
And the 


proven 
indoor uses. 


exclusive Triple ‘C’ Comfort Cushion 
Arch to turn lookers into customers! 


564 Weat Monroe St 


CONVERSE RUBBER COMPANY 
MALDEN 48, MASSACHUSETTS 


NEW YORK 13 
241 Church St 


CHICAGO ¢ 


Review of the 
Retail Trade 
[CONTINUED FROM PAGE 56] 


b ield-Schlick 


Christmas shoe sale in 99 years. Ce1 


advertised its first pre 
tain shoes in smart stylings were of 


cent off. Billy Ziton 


celebrated its third anniversary with 


fered at 25 per 


a sale of its entire stock at 15 per 
cent off. 
Black 


in dress 


suede continues a favorite 
Medium 


heels are selling well. Elasticized col 
lars are well liked 


and street shoes 
High styled new 


68 


SOUTH SAN FRANCISCO, CALIF. 
100 Freeway Boulevard 


black 


Schuneman’s 


aluminum heels on suede are 


catching on. featured 
these in a high style shoe, selling at 
$18.95. 

Stores are filled with shoppers and 
merchants look forward with optim- 
good Christmas 


ism to a very 


business 
* * * 


MILWAUKEE HOLIDAY TRADE 
TOPPING LAST YEAR 

Spt RRED by the Thanksgiving va- 

the 


the holiday rush, shoe retail sales in 


the Milwaukee 


cation business and opening of 


area were reaching 


highest figures of the year with gains 
the same period of last year 
five to ten per 


over 
estimated at cent. 
Men's 
downtown, including Christmas slip 
“the best 
but chil 
holding 


only two 


and women’s shoe business 


per activity, Was termed 


ever” by several retailers, 


dren's shoe buiness was just 
its own downtown in the 

left in that exclusive of 
the department Childre 

ss in the outlying area was 
Day” pro 
mid-Ne 


shoe re 


lores area, 
stores. 
shoe busine 
booming. A “Downtown 
traditionally 
fell flat as far as 


tailing was concerned, representative 


motion he ld mn 


vember, 
retailers said 

Both 
lhanksgiving week, following Christ 


Friday and Saturday of 
mas parades and big holiday promo 
were marked by freer spending 
sold, reflect 
greater employment and bigger 
pay checks in the Milwaukee 


Gift certificates were already being 


tions 


and increased pairages 


r 


area 


issued in volume in several stores 


particularly the quality shops in men s 


and women’s footwear. Larger va 


riety of colors, materials, styles and 


trim in shoes and bedroom slippers 
are partly responsible for the impetus 


of shoe-giving at Christmas, a store 


manager said. Independent — sho 


stores are doing a fairly good year 


around staple slipper business, sev- 


eral retailers out, whereas 


the biggest selection of the Christmas 


pointed 


type of more glamorous slippers is 


found in department stores. “Ter- 


was the way in which one rv 
described the activity in 
ankle height, zip 
pered slippers with rubber heels and 


leather soles, selling at $7.95. Brown 


rific” 
tailer men's 


sheepskin lined, 


and wine seem equally popular in 
men’s wool-lined slippers in 
ranging from $4.95 to $11.95. 

The effects of the St. Louis shoe 
factory strikes felt hy 
some shops in Milwaukee in inability 
to get all filled or on 
Sweater pumps continued to hold the 


lead 


shoes 


prices 


were being 


orders time 


other types of women’s 
late 


started in 


over 


until November when a 


tivity high-styled, bared 
party shoes. Suede and calf have been 
selling 50-50 in Milwaukee this Fall 
with prominent colors being, in o1 
der, black, brown, walnut, Wedgwood 
blue, flight blue, Basque red, bene 
Several 


white 


bread. 
sold 


shoes longer this year and made more 


dictine and French 


retailers said they more 


profit on them by carrying them 
straight into the Winter months. In 
dressy shoes for women, French side 
draping, jeweled filigree work, com 
and use of 


halters and 


vinylite 
both 
pumps are important. 


binations with 


glitter cloth in 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Launch $150,000 Men’s Shoe Campaign 





Nationwide Promotion, Sponsored by Leather Industries and Leading 
Manufacturers, to Break in May, 1956, Issue of Esquire 


New YorK—With the rallying theme 
of “Tropical Leather,” a group of lead- 
ing men’s shoe manufacturers in co- 
operation with Leather Industries of 
America will launch an unprecedented 
nationwide $150,000 campaign for 
Spring-Summer 1956, to stimulate con- 
sumer buying of men’s warm-weather 
footwear, BOOT AND SHOE RECORDER 
learned. 

Involved will be the greatest 
advertising, promotional and merchan 
dising effort ever staged in the indus- 
try. By their for the 
first time, these manufacturers will] in 
troduce a fresh new approach whereby 
all segments of the industry can unite 


joint 


pooling power 


in one dramatic drive 
Prime aim of the 
increase quality shoe sales, broaden the 


campaign 1s to 
concept of seasonality in men’s shoes, 
lick the problem of Summer doldrums, 
and eliminate the evil of 
mark-downs and close-outs. 
Six firms, all noted for their styling 
and quality in their price field, are par 
ticipating. They are French, Shriner 
and Urner, L. B. Evans’ Son Company, 
House of Crosby Square, Jarman, Wall 
Streeter and Winthrop. Each 
suming the cost of one page. 
adopt the 
Leather” was 


premature 


is as 
Decision to theme of 
“Tropical 
lengthy 
Walter 


dustries. 


made after 
studies, it was 
Kraus, director of 
First, retailer 
was, by 


for 


shoes. 


reported by 
Leather In 
reported that 
the principal 
buying 
Secondly, 


coolness far, 


reason customers warm 


weather consumers 
indi- 


them 


queried during a special 
cated “Tropical vave 
an immediate connotation of lightne 
and This survey 
lished that “the greatest potential for 
hoes 


urvey 
Leather” 
coolness. also estab 
increasing consumption of men’s 
lies in the demand for 
Spring and Summer shoes 

A Spring kick-off has been scheduled 
for the campaign to give it 
seasonal! Thus the 
will serve to interest men in an early 
switch-over to the “cool” feeling in 
warm weather shoes. 

Already scheduled for the May issue 
of Esquire magazine, which will hit 
newsstands in early April, is an out 
standing editorial feature devoted ex- 


lightweight 


greatest 


impact. promotion 
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men’s tropical leather 
will be followed in FE 
with a 


advertisement, in 


clusively to 
This 
June 


hoes. 


quire’s issue pectaculat 


eight-page gatefold 
which the participating manufacture! 


will each play a featured role 





Apart 38 Years, Shoe Men 
Meet for Surprise Reunion 


Detroit, Mich.—Two veteran shoe 
men, who began their careers here as 
shoe clerks 38 years ago, and parted 
shortly thereafter, had a happy reunion 
when they met at the recent Michigan 
Retailers Association annual meeting 
here. 

The veterans, Steve Jay, head of 
Fyfe's Shoe Store here, and L. H. Wynkie 
were clerks in the local Lindke Shoe 
Store back in 1917. Mr. Wynkie quit that 
year, and it wasn't until their meeting 
here that they had seen each other 
again. 

Mr. Jay is now president of the Na- 
tional Shoe Retailers of the United 
States, and Mr. Wynkie holds exactly the 
same post with the Canadian National 
Shoe Retailers with headquarters in 
Ottawa. 





All eight pages of 


will be in full color 


the yvatefold ad 
with dramatic 
It will dominate the complete 
Esquire issue with the idea that tropi 


illu 
trations 


cal leather shoes are new in fashion 


sential to well-dressed 


make 


and es 
It will 
tropical 


comtort 
that 
ign of 


the additional] 
leather 


point 
shoes are a 
distinction. 

A secondary objective for the ad and 
the 
By presenting a number of 
blanket 


wardrobe will be 


merchandi ingg campaign 1 ward 


robe idea 
tyle ideas under a theme, the 
concept of a shoe 
pressed, Not for 
hot 
wardrobe of specific 


for the 


business, leisure, et 


just one pair of shoe 


weather will be featured, but a 
hoe tyl 
dre 


signed occasion 


Supporting this strong editorial and 
advertising push will be the most hard 
for the 


aimed 


hitting promotion yet devised 
level. Double 
the 
will be provided by an all-out nation 


that will include 


consumer impact, 


at preselling overall campaign, 


wide publicity drive 
televi 
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Walkover Shoe Company 
Opens First Denver Store 


Keith of 


host 


DENVER President Gene 
Walkover Shoe Company wa 
as the company launched its first re 
store in the Denver market 

While Walkover had 
represented in the mountain capital 1! 
thi the first 
to bear the Wall 
Lynn 


here 
tall 
heretofore been 
department stores, 
exclu 
over 


ive shoe store 
Regional manager 
hand for 


opening, pointed out that 


banner 


Knowles, also on the forma 


uch a store 
had been planned for several years, but 
until Winter of this year 


along 


it was not 


that the opportunity came 


Manager Dick Knowles, right, of the new 

Denver Walkover Store, briefs salesman 

Del O'Rourke on a high style alligator 
shoe. 


This wa 


tne 


provided by the relocatior 


former Florsheim Shoe tore 


veral door rominent ¢ 
ner building 

for Walkover 

Street store 
than ne 
tained in tne 
cluding genuine 


I 
OC} 


and finding 
macnine and other 
Denve 
sentative of 
vited to the 


Walter K. K 


enior ( 


Numerou dignit 


repre trade association 


w » fy opening “mor 
vere } per gy ceremonte 


Included wa ident 
of the 
who cut the 


Other 


junior 


och, pre 
namber of ( ommerce 


ribbon to eY 


the store 
of the 


and 4a 
PLEASE | 


included bankers, officers 
Chamber of Commerce, 
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Teenage Council Is Fertile Promotion Idea 


Aranov brothers 


Dave, left, and Philip, right, 


check items in the Aranov of 


California line with a trio of members of the board of directors of the company- 

sponsored Teenage Shoe Style Council, which serves in an advisory capacity 

to the Aranov factory on new styles and receives regular news bulletins about 
new shoes. Members serve as hostesses and models at fashion showings. 


Los ANGELI At a recent preview, 
held the day before the Far West Shoe 
Travelers Show at the Alexandria, 
California had than 
400 teenage girls in attendance to look 


Aranov of more 


things over and render verdict 


Aranoyv specializes in teenage casu 
al star of the line remains the four 
VIP, big 
has sold more than a quarter of a mil 
the last 12 month A 
which the company i 
Sweetheart 


with a 


eyelet seller of last year that 


lion pair in 
plug 


Picture 


newcomel 
heavily is it 
little 


toe ornament 


Pump, a kimmer mall 


which can be opened for 
the insertion of a b ry friend’ 
It is available in a 


A big 


Giacomo 


picture 
full color line 


seller ji expected to he the 
Boot, soft 


high fore-and-aft swirl patterned afte 


leather shoe with 
those worn by Danny Kaye in his pik 
“The Court Tie-in with 
picture boost 


prove 


ture, Jester.” 


release ji expected to 
Style should 


for wear with torea 


ales considerably 
practically a must 
dor pant 

Another 


are expec ted j 


from which big thing 
the Pallet Shoe, little 
more than an insole with a single loop 
to catch the big 
ful strap acro 
Saddle 
portant as 
fer to them a 


item 


toe. It sports a color 
the instep 
oxford 


Aranov 


remain as im 
Brother re 
butter 


and 
evel 
“our bread and 
shoe od 

But they 


line isn’t enough; 


realize that having a good 
you have to promote 
it. The company has set up an organi 
called the Teenage Shoe Style 

A board of 50 girls, selected 
high school in the city, ha 


organized to pass on tyle 


zation 

Council 
from every 
been new 
The 


membet to 


and suggest modification girl 
elected 14 of their 


directors, 


seTve 
act as 


the 


as council and to 


models at various showings of 


70 


Direct mail 


ent regularly to all member 


Aranov line pieces are 
and their 
friend 

Promotional possibilities of the Teen 
limitless At the 
how, girls were asked to bring friend 
and the 300 girl 
ented the 
Anvele 

The 
appearance of Al Jarvis, 
disk plus Sara Salzer, West 
Coast of Seventeen Magazine 
Also present was Frank Campbell, edi 
tor of Dig Magazine, a 
the teenage literary market 

A further development of the Teen 
selection of 


age Council seem 
who turned out repre 


most hep chicks of the Lo 
area, 
program featured the personal 
popular local 
jou key, 


editor 


newcomer to 


age Council idea includes 
four or five of the most talented girls 
A ranov’s and mer 
denartment durine summer 
Designed as a sort of on-the 


may 


to work in design 
chandising 
vacation 

job fashion scholarship, it 
to develop young talent in the design 


of the 


serve 


ing end shoe busines 


Self-Service Shoe Store 
Said to be World’s Largest 


KANSAS Crity—Hill Brothers’ Dis- 
have onened, in North Kansas 
hoe store that 
largest. 
one-story structure 
with square feet of space and 
open-display units for 50,000 pairs of 
The parking lot has a 100-car 
capacity. 

The store is the fifth opened in this 
area by Hill Bros., who operate three 
self-service shops in outlying shopping 
districts of Kansas City, Mo., and one 
in Kansas City, Kan. Plans call for 
opening more in Greater 
Kansas City. 

The firm is a 


tributor 
City, Mo.. a 
is claimed to be 


The 


self service 
the world’s 
building is a 


23,000 


shoes. 


several 


local organization 





Dates to Remember 


Forty-second annual Mid-Atlantic Shoe 
Show, Hotel Benjamin Franklin, Phila- 
Jan. 15-18, 
Twin City Shoe 
Paul, Minn. 
Jan. 21-23, 
Empire State Footwear As- 
sociation, Inc., Onondaga Hotel, 
Syracuse, N. Y. Jan. 22-24 
Spring Shoe Show, Tri-State Shoe Trav- 
elers Association, Hotel Statler, Buf 
falo, N. Y. Feb. 5, 6 
Summer Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 
Penn, Pittsburgh Feb. 5-8 
Factory Management Conference, Na- 
tional Shoe Manufacturers Associa 
tion, Netherland Plaza Hotel, Cincin- 
nati Feb. 18-21 
Allied Shoe Products and Style Exhibit, 
Hotel Belmont Plaza, New York City 
Feb. 26-29, 

Breakfast Meeting, National Shoe Man 
Association, Sert Room 
Waldorf-Astoria Hotel, New York 
City, 8:15 A.M Feb. 28 
Fall and Winter Leather Show, Tanners’ 
Council of America, Waldorf-Astoria 
New York City Feb. 28, 29 
Tanners’ Council Spring Meeting, Boca 
Raton, Fla April 5, 6, 
St. Louis Shoe Show, St. Louis Shoe 
Manufacturers Association, Jefferson 
Statler and Lennox Hotels, St. Louis 
April 29-May 2 

Shoe Show, lowa Shoe Travelers, Hotel 
Fort Des Moines, la. May 13, I4 
Fall Shoe Show, Indiana Shoe Travelers 
Association Hotel, Indian 
May 13, 14, 15 
Shoe 
Detroit 


delphia 1956 


Summer Shoe Show 
Guild, Hotel St. Paul, St 
1956 


Convention 


1956 


1956 


1956 


ufacturers 


1956 


1956 


Severin 
apolis 

Shoe Show, Michigan 
Club, Hotel Statler 


Travelers 


June 2-5 
Allied Shoe Products and Style Exhibit 
Hotel Belmont Plaza, New York City 
Aua. 19-22 
Leather Show, Tanners’ Council of Amer 
ica, Waldorf-Astoria Hotel, New York 
City Aug. 21, 22 
Annual Meeting, Tanners’ Council of 
Edgewater Beach Hotel 
Oct. 25. 26 
Fair, National Shoe 
Association and Na 
tional Shoe Retailers Association 
Palmer House, Conrad Hilton, Morri 
son and Congress Hotels, Chicago 
Oct. 28-Nov. | 


America 

Chicago 
National Shoe 

Manufacturers 


1956 





Hill 
vice-presi 

The 
Don 


brothers James 
Hill, 
secretary. 


store 1s 


three 
Clifford 


owned by 
is president; 
dent and Neal Hill, 
manager of the new 
Roach, who formerly managed one of 
the Kansas City stores. 

The store 
garage and shop for the old interurban 
line which ran from Kansas City to 
St. Joseph, Mo., and Excelsior Spring 

The Hill Brothers 
more than $50,000 pairs of shoes on 


structure once served as a 


organization ha 


open display on a self-service basis. 
The building has been air condi 
tioned and extensively remodeled 
Officials of the firm said 
Brothers organization 
a yearly sales volume of 
$1,000,000. Plans for perhaps 10 
stores in Greater Kansas City now are 


Hill 
grown to 
than 
new 


the 
has 


more 


heing studied 


and Shoe Recorder 


Boot 











Opens Three Concessions 


New YorK—David Abramowitz an- 
nounced the opening of three new 
concessions in the Two Guys from 
Harrison chain. These comprise a con- 
cession in the store at Totowa, N. J., 
on route 46; and two, more recently 
opened one at the East Hanover, N. J. 
branch on route 10 and one at Fords, 
N. J. on route 35. Mr. Abramowitz now 
operates shoe store concessions in all 
the branches of the Two Guys from 
Harrison chain. 

All concessions are family stores, 
carrying men’s, women’s and children’s 
shoes. They are operated under the 
name of Pals Pik-N-Save Shoes, Inc. 
Mr. Abramowitz has been in the shoe 
business for over 30 years. 


Walkover Shoe Company 
Opens First Denver Store 


[CONTINUED FROM PAGE 69] 


long list of shoe retailers who welcomed 
the Walkover store to Denver compe 
tition. 

The Denver opening followed by two 
weeks the establishment of a similar 
store on Market Street in San Fran 
cisco, likewise hosted by Mr. Keith. 
Leonard Cadwell has been appointed 
manager of this West Coast outlet, 
while Dick Knowles will operate the 
Denver store. 

A special for the Denver opening 
was a $2.50 pair of hardwood shoe 
trees with every pair of shoes pu 
chased, as a “get acquainted” offer. 


Launch $150,000 Campaign 
To Promote Men’s Footwear 


[CONTINUED FROM PAGE 69] 


Retailers will be provided with a 
variety of coordinated promotional ma 
terials. These will include kits con 
isting of reprints of the ad, window 
display ideas, interior displays, promo 
tion suggestions, window cards, sug 
gested newspaper ad, and a prepared 
publicity release for local use. Retail 
alesmen will receive a specially pre 
pared illustrated “Tropical Leather” 
ales training leaflet. 

To further heighten interest, Esquire 
will sponsor a “Win A Trip to the 
Tropics” window display contest with 
the grand prize a trip to a tropical 
resort for the winning shoe display 
man and his wife. 

A spokesman for the industry 
pointed out that the decision to join 
together in one concentrated push is in 
answer to retailer demand for more 
positive industry action to combat in 
difference on the part of the vast ma 
jority of men to the shoes they wear 

All surveys show that there is vast 
consumer appeal in lightweight leather 
Summer shoes, he said. This campaign 
can do for the shoe business what 
tropical worsteds did for the apparel 
industry 25 years ago, and also can 
ride on the momentum of the current 
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successful apparel industry warm i 
weather promotions. The “Tropical A further consideration is the realiz- 
Leather” theme, through proper ad- ation that only a dynamic promotion 
vertising and retail merchandising, can for men’s shoes can successfully help 
bring home to the consumer that there the industry compete against the in 
are “warm-weather” shoes as well as creasing array of products and set 
“warm-weather” suits. vices vieing for consumer attention 

The industry, he continued, can no Studies have long shown that the in 
longer afford simply to accept the fact dustry has been laggard in achieving 
that the average man wears the same its fair share of the consumer dollai 


i his appearance and comfort. 


shoes the year round, in zero weathe1 The choice of Esquire magazine to 
or in 90-degree heat. All energies must spearhead the promotion was predi 
now be directed towards banishing thi cated on Eaquire’s strong influence a 


negative thinking and, instead, edu a force in fashion, It is the belief of 
cating the consumer to the fact that leaders in this campaign that fashion 
his shoes are not merely a utilitarian offers the important key to awakenings 
part of his wardrobe but a vital factor the dormant men’s shoe market 


How SEBAGO-MOC’S 












































more/’sales 


for you! 
/ 


ONLY Sebago-Mocs have it — the exclusive, patented welt con- 
struction that gives your customers greater flexibility than they'll find 
in any other moccasin! 


This added feature, found ONLY in famous hand-lasted, hand 
sewn Sebago-Mocs, has helped to make the Sebago-Moc line the 
"fastest-growing moccasin line in the country" — and sales records 
prove it! No "breaking in’ needed — and your customers appreciate 
all the other extra details, like the hand-rolled collars, heel-hugging fit 
and gracious styling they find in Sebago-Mocs. 


Fast turnover, extra profits are yours when you carry the Sebago 


Moc line. Order yours now! 






IN STOCK FOR 
IMMEDIATE DELIVERY 


STYLE 700 


(Brown) 


SEBAGO-MOCS ARIE THe FASTEST-GROWING 
LINE OF MOCCASINS IN THE COUNTRY TODAY 


SEBAGO-MOC COMPANY wes 
eS 


WESTBROOK, MAINE 


Made in MAINE by 
New York Office: 534 Marbridge Building Shilled Crotromen 





Made in Canada by Canada West Shoe Mar sfactu 3 Comp ea peg, M 


















PPSSA Enjoys Heavy Buying In All Lines 


Last-Minute Fashion Buying Also Substantial; Trends Seen Toward 
Extra-Larly Spring Selling Season and General Upgrading 


YORK hoe re- 


buyers 


NEW 


tailer 


Nearly 7,000 
and visitors, some 11 
per cent higher than the previous rec- 
ord and 20 per cent above last year, 
flocked to the Popular Price Shoe Show 
in New York. The 1,100 rooms occu- 
pied by the 700 exhibitors played host 
to the heaviest traffic, particularly on 
the first couple of days, that this show 
has experienced in years. 

The fifteenth semi-annual PPSSA, 
sponsored by the National Association 
of Shoe Chain Stores and the New 
England Shoe and Leather Association, 
was claimed by co-managers Maxwell 
Field and Edward Atkins to be the 
most successful in many years 

Buying activity in virtually all lines 
strong. Fashion items in particu- 
lar drew the greatest attention as buy 


was 


ers placed substantial orders for these 
It was noted that 
early 


as last-minute buys. 
many insisting on 
deliveries of these, indicating their in 


tention 


buyers were 
to get off to an early selling 
eason which for many will be launched 
to extend the 


in early February so as 


pre-Easter selling period 

Low-priced branded lines in women’s 

windfall, as did 

The vast 

and attracted 
juvenile footwear 


shoes also received a 


men’s work and dress shoes 


array of color fashion 


strong buying in 


lake Higher Prices in Stride 


Practically all retailers were peared 
for the new, higher prices which vir 
tually all 
their Spring and Summer 


carried on 
New 


and 


manufacturers 
lines 

retail prices for Spring in women’s 
juvenile will 
higher, while 
cent to $1 


lines average about 50 


cents men’s shoes will 


average from 50 highe 
Most they 
actually increase prices on most 

Many of the chains, however, will tend 
to shift emphasis to higher priced line 


while their 


retailers reported that will 


line 


maintaining original 
overall 


two 


price 
ranges 
The 


tions 


sponsoring trade associa 
that 
per cent increase in dollar 
shoe for the first half of 1956, 
About three-to-four per cent of this 
increase will be due to a slightly higher 
check” in 
The remainder 
will be 


announced they are expect- 
ing a 10 


sale Ss 


average “sales shoe stores, 
reflecting higher prices 
of the 
store openings plus actual increase in 

Show officials stated 
“the distinct possibility 
that last Spring’s record output may 
be exceeded” by the shoe industry for 
the first quarter and first half of 1956 

Few 


increase due to new 


pairage sales 
that there is 


retailers or manufacturers an 
ticipate any consumer resistance to the 
new prices. PPSSA officials stated that 
“popular price have 
testing reaction to 


heen 
better 


retailers 
consumer 


72 


quality and higher priced merchandise 
for the past few months and are sat- 
isfied that the shoe-buying public will 
respond favorably to their merchan- 
dising program for next year.” 


Upgrading in Women’s Shoes 
£ g 


Women’s shoe chains traditionally 
identified with $5 or $6 footwear have 
had excellent response to style con- 
taining expensive heels and other fea- 
tures which were successfully offered 
at $8, $9 and $10. This reaction has 
encouraged the industry to believe that 
the consumer markets they serve are 
even more conscious of value and fash- 
ion news than they are of established 
price lines 

Credit for the continued heavy buy- 
ing of shoes by retailers and consum 
ers alike, according to PPSSA officials, 
is being given to “the greatly accel 
erated style programs of women’s, 
men’s and children’s shoe manufactur 
ers and retailers.” 

Many of the chains and volume re 
reported at the 
be preparing for extensive expansion 
programs and new openings for 
next year, with the great majority of 
new stores to be opened in shopping 
center locations. Jack M. Schiff, presi 
dent of the National Association of 
Shoe Chain Stores, stated that for 
every new shoe store being opened in 
being 


tailers were show to 


store 


a downtown center, nine are 
opened in a shopping or suburban cen- 
ter. This, he said, was a definite trend, 
particularly with the Also, 
more of the higher priced shoes were 
heing stocked in these stores. 

Mr. Schiff also said that 
tailers and chains today are faced with 
higher distribution or 
selling Before the war it 
about eight per cent per pair of shoes 
for selling costs, as against 13 per cent 
today. A portion of this has come out 
of profits, and has required more ag- 
the part of shoe 
the difference via 


chains. 


volume re 


substantially 


costs. cost 


gressive efforts on 
chains to make up 
higher volume 


Pastels, Colors in Bright Position 
One of the highlights of the PPSSA 
its “Fashion For Breakfast” pro 
gram. Bettina Ballard, fashion con- 
sultant and former fashion editor of 
Vogue magazine, predicted a trend to- 
ward the slim, sleek shoe to complement 
the squared-off look in women’s 
apparel. Her shoe selections in the 
color family led off with beige, with 
yellow as the big promotion color. 
Pastels appear strong, and in the shock 
or bright colors, flame red. 

Perkins Bailey, executive editor of 
Men's Wear magazine cited three as 
cending trends in men’s apparel: (1) 


was 


new 


a continued rise in lightweight, more 
comfortable clothing, with correspond- 
ing features in shoes — lightweight, 
soft, easy-on; (2) the “natural” look 
with emphasis on Ivy League, with 
shoes in the soft-lightweight category, 
black still strong but with more brown 
moving in; (3) the Continental influ- 
ence continuing to grow, and the Ori- 
ental influence slowly coming up and 
something to watch. These trends, he 
said, were inter-related, and are doing 
much to expand men’s shoe wardrobes. 


Patent Seen as Spring Leader 


The 700 shoe men attending the 
breakfast were told that patent leather 
will hold first spot among materials 
for Spring, with grained and buffed 
leathers an upcoming trend in the vol- 
ume field. Printed leathers and fabrics, 
new straws and straw meshes, particu 
larly in and novelty vinyls 
were singled out as promotional mate- 
rials for next Spring. 

The large majority of retailers are 
believed to 
reserve for open-to-buy 
and Easter 
pretty 
PPSSA much of 
fashion-item buying was pretty 
completed by the end of the show. The 


casuals, 


have a_ less-than-average 


between now 


Buying of staples was 
completed by 
the 


much 


closed or 


time, 


much 


show and 


optimistic outlook for Spring sales was 
among retailers and 
alike. Most 
new high marks will be 
first quarter of next year. 

How about the second quarter? Re 
the show 


manufac 
that 
set during the 


evident 


turers were confident 


tailers and manufacturers at 
were confident that there will be no 
letdown. In fact, many were anticipat 
ing a record surpassing even the high 
peak of 1955 for the first six months 
One major chain buyer stated, “With 
the influx of new colors and patterns 
after Easter, plus the continuation of 
good economic conditions, we’re looking 
forward to the highest second quarter 
sales in our history. Shoe business is 
still in an ascending boom, and there 
are no signs that it will dip before the 
second quarter is ended.” 

Traffic and actual sales on Sunday, 
November 27, was reported to have 
broken all PPSSA first-day records 
Many sample rooms actually had wait 
ing lines of buyers. The following day 
was almost as active. Virtually every 
exhibitor was reported booked solid on 
production through to February 1, and 
a good number right through February 
and well into March 

The comment of one exhibiting shoe 
manufacturer was somewhat typical of 
many others: “We’re going home with 
the fattest order books in a long time 
We’re booked nearly solid through 
Easter, and with enough second-quar 
ter business to assure us of a record 
half year. In fact, the current picture 
is so good we don’t have time to give 
a moment of worry as to what’s what 
for the second half. Our present worry 
on time to deliver on 


is to make ’em 


time.” 
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Denver Show Sales Climb, 
Strike No Bar to Delivery 


DENVER—A near-record turnout of 
buyers greeted the November 20-22 
Shoe Show of the Mountain States 
Shoe Travelers’ Association, held at the 
Albany Hotel here. 

Some 70 lines were represented in 
the 20 exhibit rooms. Exhibitors put 
attendance figures at more than 500, 
an increase in the number of buyers 
attracted over the preceding event. 

Buying was concentrated over the 
first two days as usual. Sales were 
termed as “good” to “excellent” with 
far less resistance to increased prices 
than had been expected, and keen in- 
terest in new styling developments 
pronounced. ‘Most exhibitors closed out 
the show with sales from 10 per cent 
to 15 per cent ahead of last year. 

It was obvious that the strikes in 
St. Louis had motivated many buyers’ 
thinking, according to retiring presi 
dent E. C. Carpenter. Most were buy- 
ing more at one time and insisting upon 
delivery commitments. St. Louis repre- 
sentatives assured buyers that ade- 
quate deliveries were being made de- 
spite curtailed production. One line 
(City Club) played up the fact that 
10,000 cases had been shipped to re- 
tailers the week previously. 

It was generally agreed that the 
Rocky Mountain shoe market is stable, 
that retailers are buying early, and 
that more emphasis on better priced, 
higher quality footwear will be wide 
spread for 1956. 


Style Picture Prominent 

Style trends were pronounced. Most 
interest in women’s shoes was concen- 
trated on acetate heels and straps, the 
Italian influence in design, and return 
of brighter colors. Two colors which 
showed strong were flax and French 
Bread. Low cuts were emphasized as 
well. 

As expected, style variations in 
men’s shoes brought much active buy- 
ing and comment. Emphasis again was 
on the Italian influence in slipons, with 
soft soles and glove leathers preferred. 
Most buyers indicated that men are 
goine heavily for silhouette shapes, 
with the slipon feature prominently 
requested. Such colors as sand, buff, 
ivywood, dove gray, are leading, both 
in slipons and in casuals. Other style 
leaders were three-eyelet mid-lows, 
dressy moccasins, plain and U-wing 
tips, all featuring smoked leather 
strongly. 

A surprising departure in this year’s 
buying was heavy favoring of nylon 
mesh over shantungs, which had been 
expected to represent much of the 
sales volume. Mesh has largely re- 
place’ perforated leathers in the Moun 
tain States area, it was pointed out 

New officers elected at the business 
meeting and presented at the banquet 
included C. H. Von Behren, Mondl 
Manufacturing Company, president, 
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Clyde Clark, Winthrop Shoe Company, traveling the Denver area since 1912 
vice-president, W. P. Turner, Jr., H. | R. EF. Schuster, director, complimented 
Godman Company, secretary-treasure? the group on its fine cooperation, and 
J. C. MeGrane, Penobscot Shoe Com- pointed out that the association began 
pany, continues as executive secretary in 1949 with only a handful of mem 
\ new director, for two years, is Wil bers, and has enjoyed bigger and bette: 
liam Joseph. shows each year since. He pointed out 

Three hundred members and guests that the size of the group can grow 
attended the banquet. Joseph Ross, only through the retailer, and promised 
head of Daniels & Fisher, Denver de plans under formulation which will 
partment store, was scheduled to speak bring retailers into the organization 
but sent his apologies when an eme: Mr. Schuster indicated that through 
gency sent him flying to New York on this change the Mountain States Shoe 
the same day. At the informal banquet, Travelers’ Association can become one 
retiring president E. C. Carpenter in- of the largest affiliates of the national 
troduced Ernest Husted, who has been association 


Watch your display of Pierce's Shoe 
Trees make the register ring! Because 
they're better they sell faster They 
are a ‘natural’ related sales item. Suggest 
them to every customer. 


PIERCE’S SHOE TREES FOR 
AI/LUL THE FAMILY... 


MEN'S _ a 


SHOE TREES SHOE TREES 


Adjust 


automatically 


Available in all sizes 


LOS ANGELES, CAI KANSAS CITY, MO 
Coast Leather and Shoe Find- Sterling Shoe Supply Co 
ings Co 
FITALL ATLANTA, GA 8T. LOUIS, MO 


Jake H. Wilensky Leather M. A. Oberman & Sons 
Company BINGHAMTON, N. Y 


SHOE TREE CHICAGO, ILI HE. A. Sweet Co., Ine 
A J. HKergren Co 
Service Shoe VFindings Com BROOKLYN, N 
DISTRIBUTORS pany Lester Greenwald 
DETROIT, MICH 1836 «F, Sth Street 
Samuel Patrize Co NEW YORK. N 
S. Kanners & Co 
Lyons & Co 
GRAND RAPIDS, MICH 
The Bos Leather Co PHILADELPHIA 
BALTIMORE, MD Volk Shee Store 
P. H. Volk & Go Supplies Company 
MINNEAPOLIS, MINN CHARLESTON, 8. ¢ 


. Albrecht Co Berendt Bros., Ine 


I 
1 ’ ( , 1 \MPANY BROCKTON 62 
° ‘, PIER it (( MASSACHUSETTS 





YOU ASKED FOR... AUTOMATIC DISPENSING 


REG. U. S. PAT. OFF. 


SATIN LABELS 


MADE EXCLUSIVELY BY 


Meyer Label Co., Inc. 


5 EAST 16TH STREET » 


DISTRIBUTED IN 
ALL PRINCIPAL CITIES 
INCLUDING CANADA 


NEW YORK 3, N. Y. 


BETTER STICK 
NON-STAINING 





One pair—or another 3 MILLION pairs— 
from now, no retailer will 
ever have to take 


1¢ in markdowns 


on the ‘ 
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©1955 WELLCO SHOE CORP., Waynesville, N. C. 


Good Activity at Ohio Show 
Despite Four-Inch Snowfall 
Snow covered the 
but inside the 
Spring reigned 


COLUMBUS, O 


Columbus, 


Hotel 


ground in 
Deshler-Hilton 
supreme 

It was the Spring Shoe Show spon 
sored by the Ohio State Travelers Club. 
The four-inch snowfall the day before 
the show contributed to an attendance 
lightly the high 
However the buyers attending 
again proved the label, “The 
finest buying show in the Midwest” was 
The president of the club, Bert 
Confer and the show chairman, Kenneth 
Kifert, that it 
successful show with three days of ex 


figure below usual 
mark 


show 3 
ound 


reported was a very 
cellent buying records. 

At a dinner in the hotel’s Hall of 
Mirrors, the Ohio Shoe Travelers 
elected Ray Brooks as their new presi 
dent. Other officers include A. J. Wil 
mot, first vice-president; Pat Shuman, 
second vice-president; William C. Short, 
Addi 
tions to the board of directors are Bert 
Confer Abrams, Ben Talpen, 


re-elected secretary-treasurer. 


Lester 


74 
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Pot, $2,574,582 
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ALPINE +BRIARHIDE - 
NEWARK, NEW JERSEY 








and also John Neff. 

The national the 
increase in membership in the associa 
tion was presented to the group by Ray 
tandall, the newly-elected president of 
the National Shoe Associa 
tion Inc. Mr. Randall 
the Ohio Club 

The for 
located in the hotel lobby, was again a 
Special displays of 


cup for greatest 


Travelers 
is a member of 
retailers only, 


peep room 


popular spot. 
Spring shoe styles were found in the 
room where no salesmen were allowed. 
Retailers could browse and make notes 
without interruption. 

While most styles were moving rap 
idly a few seemed to lead the parade. 
In children’s wear a new Italian motif 
combination patent gun 
metal, patent and pink, and suntan and 
white, decorated with a_ rhinestone 
buckle, received high praise from buy- 
ers, 


shoe, in and 


Joyce reported excellent buying on its 
new women’s the “hush 
puppy” a softie construction with a V 
throat top line, a bandana lining and 


shoe design 


in these colors: cornmeal yellow, frou 


frou blue, buttermilk beige, milk white, 


puppy pink, and coal black. 


shoes, nylon inserts, linen 
bright 


salesmen 


In men’s 


plugs, slipons and colors were 
front. 
a slight price increase but most insisted 


that such an increase had not affected 


out in Some reported 


sales in any way. 


Thom MeAn Presents 
Trophy to Scholastic Back 

ALBANY, N. Y.—Lloyd Myers, 
year-old senior at Columbia High 
School, East Greenbush, N. Y., was 
the sixth winner of the Thom McAn 
Trophy, first awarded in 1950, in 
Greater Albany, N. Y., as foot 
ball halfback. The Columbia will 
be one of approximately 50 
winners in competition for the Thom 
McAn football scholarship $1,000 col 
lege award, by Ward Melville, presi 
dent of Thom McAn Shoe Companies 

The trophy, the winner’s shoe bronze 
plated and mounted on a polished oaken 
plaque, was presented to Lloyd by 
Ernest Sheltrey, manager of the Thom 
McAn Shoe Store at 37 North Pearl 
Street 


1s- 


star 
Stat 
sectional 
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Style Picture Clarified 
At Heart of America Show 


KANSAS CITy— About 200 buyers 
from the central states registered fer 
the Heart of America Fall Shoe Show 
held Nov. 20-22 at the Phillips and 
Muehlebach hotels here. This was 
the twenty-second semi-annual exhibit 
sponsored by the Central States Shoe 
Travelers. 

The show showed the same Spring 
trend. Buyers are accepting the 
style picture as a whole rather than 
being concerned over some one or two 
factors in it. 

In the high-style business, sales 
showed that patent leather will occupy 
its favorite spot in the Easter parade 
in this area and that the beige-to- 
brown family will appeal to women 
who want a bit of Spring in late Win- 
ter. Most dealers in the central states 
plan to start heavy promotions on the 
beiges in February. 


shoe 


Selling well in the beige family were 
the lusters and the traditiona] leathers. 
Flax and ginger were included in most 
orders, and several salesmen reported 
that they had filled no orders that did 
not include flax along with patent. 
Bronze trims were not being rejected 
and yellow was not a sleeper. Pink 
was still a leader in the pastels for 
late Spring and Summer. 

For the teenager and her younger 
sisters, salesmen’s rooms were a riot 
of color that was meeting with good 
acceptance. The use of such trims as 
jewels, lace and flowers on shoes for 
children was approved by small town 
buyers. In most display rooms where 
sales of children’s shoes were discussed, 
the idea of selling parents on the ap 
peal of daintiness for little girls was 
emphasized. A line of health shoes for 
children showed understated 
trims that were winning 
ceptance, 


jeweled 
high ac- 

In flats for all ages, the leading fac 
tor in selection was a variety of color, 
but there was a good demand for fab 
rics and some interest in the variety 
of two tones. Of course, the demand 
for a flat that would look cool and com- 
fortable was the chief factor in buy 
ers’ interests. 

For mass selling in kids’ shoes, blue 
and red straps and the saddle oxford 
for Spring held their traditional spots. 
Most buyers were choosing color for 
style-appeal rather than for volume. 
In boys’ lines the shoe that looks like 
Dad’s is a leader with black equaling 
brown in sales for volume. 

In men’s shoes, style interests were 
more definitely outlined this year than 
show since the 


at any fashion eye 
was turned on men’s shoes: 
1. The ventilated shoe will always 


sell anywhere it gets hot. 

2. Men like nylon mesh for its com- 
fort and easy care. 

8. The woven shoe and the shantung 
should run a close second to the mesh 
models. 
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the 


well as 


4. Black is 
brown family. 

5. Men like the 
moceasin, the quick zip, the comfort 
able loafer. 


selling as 


two-eyelet shoe, the 


On the little heel, there was no 
longer any doubt. Business girls who 
formerly wore high heels to work, 


changing to flats for the day and back 
to heels in the evening, have found 
that the little heel goes all day in style 
and comfort. 


Empire State Group 
Plans January Convention 
East ROCHESTER, N. Y.—The Empire 


State Association, Inc., is 


T 


Footwear 









BALLETS 





conducting an intensive membershi; 
campaign in advance of its 1956 con 
vention, which is to be held at the 
Onondaga Hotel in Syracuse January 


22-24, 1956 


Rollin Tuttle, of East Rochester, 
secretary of the association, has sent 
a letter to retailers and others eligible 
for membership setting forth the ad 
vantages of being a member, which 
include banquet, luncheon and cocktail 
party during convention if dues are 
paid now. The membership fee is $10 
a year 

Edward Fox is president of the as 
sociation and he promises a program 
of unusual interest for the convention 


in January. 





PP rEMA’S 
















Set he a ee aS 


ETP Nem 





Prima is FIRST to bring you the magic of 
Elasti-Flex the new miracle construction 
that makes dance footwear and street ballets 
REALLY FIT! THE SHOE ITSELF IS 
FLASTICIZED by a special process the 
entire shoe moulds to the foot like 
F true “gloves for the feet no more 
z gapping! These shoes “FIT IN Af 
i TION”, follow every subtle move of 
‘ the foot, yet are so soft and foot con 
; forming they feel light as a shadow 
f ; These shoes are the HOTTEST MER 
: To retail CHANDISE in the shoe business 
at $298 there’s room for YOU on the PROFIT 
a BANDWAGON so get the st irtling 
details TODAY! 
Elasti-Flex ballets have been 





: . k 


STUDIO TESTED AND APPROVED 


i PLEATED-TOE by dance teachers everywhere 
‘ x Prima gives you a DELUXE quality 
i FOR DANCE AND ballet at ordinary ballet prices 
; STREET WEAR The first REALLY REVOLUTIONARY 
4 process in these type of shoes 
3 Prima’s Elasti-Flex ballets are 
j available in pleated toe styles, WRITE TODAY 

on true ballet lasts or new right 
3 and left lasts, lined or unlined for complete details on Elasti-Flex, as well as 
} Prima has a style for every Prima's complete line of dance footwear and 
; need! street ballets. Most styles IN-STOCK, some on 

fast 2 to 3 week make-up delivery 
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HANDMADE " 


PriMa Footwear. Ine. 
‘ 705 Ann Street, Columbus 6, Ohio 


“World's largest dance footwear manufacturer and distributor’ 
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REVOLUTIONARY, 
new kind of 


DANCE FOOTWEAR 
‘and STREET BALLETS! 
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GOODYEAR 


WELTS FOR BOYS 


over 40 styles 
IN-STOCK 
for immediate 


delivery 


#78752 


Sell them at a dollar more retail (in other words, $6.95 and $7.95), and youw’re still selling the best Boys’ 
Buy in America... THAT’S WHY MOST OF OUR RETAILERS ARE WORKING AT A 50% MARK- 
UP... Compare our $5.95 shoes with other brands retailing at $6.95 to $8.95 ... And compare our 
$6.95 retailers with shoes selling at $7.95 to $11.95 ...I1f were talking VALUE (and we are), we 
repeat that there is nothing in their class . . . Dollar for dollar, it is a value that stands alone. 


ROYAL CADET Division of CHRIS LAGANAS SHOE COMPANY, Lowell, Massachusetts 


blast our reputation through all the 
available advertising media and yet, if 
you who fit and ultimately sell the 
shoes do not do that job properly, the 
customer is not only dissatisfied, he 
has actually been cheated. It is high 
time we in the shoe business took 
proper recognition of the fact that ours 
is a service business. 

“In initiating this Gold Shoe Horn 
program for recognition of competent 
shoe people, I throw out two challenges 
to the shoe industry as a whole. First, 
there is an obvious need for a proper 
title and definition of the services 
which you render to the public. The 
word ‘clerk’ may well apply to some 
people in the business but to those who 
have acquired the experience and skills 
you represent, there certainly is a need 


Gold shoe horns, awarded by Holland-Racine Shoes, Inc., in recognition of out- : _ 
for some more adequate definition of 


standing service at the fitting stool, recently were awarded to employees of five 

retail shoe stores. Award winners from Greiner's, Inc., Columbus, O., include from the important function you serve. 

left C. W. Schaefer 52 years’ service; E. K. Ackerman 38 years; Al Evans, 43 years; “The second challenge should be di- 

Mrs. Bob Greiner and Bob Greiner, 35 years. Cari Andreasen, right, president of rected primarily to independent shoe 
Holland-Racine, is shown making the presentations. retailers of the type which you repre 

sent, to thoroughly inform the Ameri- 

can public first of the importance of 


the fitting service to the proper wear 


CoLumMsBus, O..-A program of awards Cambridge, O., and Ulhman’s, Bowling 
im recognition of those who have given Green, O 
loag and competent service at the fit The occasions for making these Ohio 
ting stool recently was inaugurated by retail awards also served as a tribute 44 satisfaction of any pair of shoes 
Holland-Racine Shoes, Inc., Holland, to Holland-Racine’s Ohio sales repre 
Mich sentative, A. P. Jones, who is celebrat- 
The first of these Gold Shoe Horn ing 36 years with the Michigan shoe 


and second, to call to the attention of 
the public that many fine shoe stores 
are an association of qualified shoe 


Awards were presented to a group of firm. men who serve two very definite and 


employees of Greiner's, Inc., 19150 Carl C. Andreasen, president of '!mportant 
High Street, Columbus, at a dinner Holland-Racine, presented the horns You as shoe men first use your experi 
held here. At a second dinner, award with these words, “We as manufactur ence and knowledge to purchase from 
went to employees of Combs Brothers, ers can buy the finest leather, make many sources the types and styles of 
Zanesville, ©.; Blatz Shoe Store, each pair with all the shoemaking shoes most suitable to your particula) 
Massillon, 0.; Gander & Company, skills that experience has taught us; clientele, and second, that same experi- 


functions for the _ public 
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#78731 ital 


®@ Full-leather innersoles 
@ Finest composition Oak outersoles 
© Analine-type leather uppers 


2'’2 to G, TO RETAIL AT 


BOYS' SIZES 6 to 11 
TO RETAIL AT $6.95 


all shoes 
GOODYEAR 


@ Proven lasts of unexcelled FIT 
@ Workmanship rare at this price 
@ Wrap-up styles, walk-out sales 


IN-STOCK FOR IMMEDIATE DELIVERY 


ROYAL CADET Division of CHRIS LAGANAS SHOE COMPANY, Lowell, Massachusetts 


ence and know-how is properly applied Mr. Chamber 
to fitting those shoes when the con han, who re 


At the initial dinner, Mr. Andrea hi hoe career 
sen made the Gold Shoe Horn Awards brother, operat 
to the following from Greiner’s, Ine. Store, Jeffer 
C, W. Schaefer, 52 years service; A ecame 
Evans, 43 years; E. K. Ackerman, 35 
years; and Bob Greiner, 35 yea 


a aie repre 


On the following evening awards 
went to these shoe people: Represent 
ing Comb Brothers, Ernest Combs, 25 
years of service; J. Walter, 22 years; 
and Robert H. Scheffler, 19 year 
From the Blatz Shoe Store, Fred 
Blatz, 28 years; Miss Marie Huth, 28 
years; Ralph McInnes, 5 years. From 
Gander & Co., Hal Gander, 45 year 
Fred Gander, 20 years; Jim Lawer, 37 
years. Representing Ulhman’s, Lewi 
food, 40 years; and Art Reynolds, 29 
years, 


Tom Chambers Appointed 
Packard-Rellin Manager 


MILWAUKEE—Tom Chambers, well 
known in the shoe industry both as a 


retailer and as a former sales represer 


| j ad 
tative, has been named general manage} A\llen-kdmonds and 
national Shoe ¢ ompany 


of Packard-Rellin, quality women’s shoe 
firm with a downtown store, 314 West 'W® years, he had 


, ? " } > ry ‘ ? " + 
Wisconsin Avenue and a suburban store the shoe department : 


in Whitefish Bay. He was named by iburban store of 


talph F. Roussy, president of C. M At the same time, 
Roussy, Inc., which also owns and ope1 nounced that Glenn Ketchum, a veterat 


ates the shoe stores in The Grand alesman with Packard-Rel 


stores here on West Mitchel! Street and named manager 


in Wauwatosa. tosa shoe shop 


December 15. 1955 


ignes 


sumer actually comes into the store.” of St. Louis, Mo., 


Tom { vith the firm in 1940 a it tock boy 


ith Packard-Rellin After serving it 


Chambers beg the Marine in World War II, he re 
retailer wi turned to the store as a salesman in 


(hambe rie the Town and Country Shop He again 


In 193 1e erved in the Marines, and returned 


ve, first w evera ears ago as a salesman in the 


Wauwatosa store 


Edison Brothers to Distribute 
$265,000 Christmas Bonus 


r. Lou The board of directors of 
Edison Brothers Stores, Inc., has voted 
to distribute a $265,000 Christma 
ponu to its employes and executive 
This is $15,000 over last year’s quarter 
million dollar bonus, an increase nece 
itated by an increased number of em 
ployes due to the addition of new 
tore The 1955 bonus will be shared 
by 700 office and warehouse employe 
in St. Louis and 3,000 employes in the 
firm’s 268 store It makes the 22nd 

iletide bonus distribution and bring 
e gift total past the $3,500,000 mark 


TOM CHAMBERS Company officials also announced 


they had set aside another $250,000 
yard the estimated cost of the com 

the any pension plan for personne 
This retirement fund is paid entirely 


Edison Brother without contribu 


mMmanaye! 


Wauy 


from employs The retirement 

‘ ind, established in 1944 now total 
Rou ver $3.000.000 Hospitalization and 
irance benefits also have been ir 


has beer reased while a stock participation plan 


firm Wauwa for managers and home office executive 


im started vas announced earlier this year 





wy. 
4hekios IN-STOCK INQ cities 


EYELET TIE 
featur “ 
bouncy 


ED 2! 
r girls 
d 


HUSSCO SHOE CO., 1328 Broadway, New York 1 ~ Factories: Honesdale, Pa. In Canada: Canada West Shoe Co., Winnipeg 


aomito(f, Donne\l¥ 


’ 
} 


Shoe Store Equipment 


CATALOGUE 
IS RESERVED FOR YOU! | 


ROMITO-DONNELLY 


CORPORATION 


RAVENNA,OHIO 


S. A. JOYNER 


New York—Spencer A. Joyner, re 
cently district manager of the Virginia 
and North Carolina area, has been pro- 
moted to buyer of short hose and find- 
ings according to C. 
president of G. R. Kinney Company, 
Inc. Mr. Joyner replaces Dick Johnson 
who moves in as associate buyer with 
0. L. Shoenfelt of men’s shoes. 

Mr. Joyner has been with the Kinney 


O. Anderson, vice- 


78 


TOLBERT O. WINGLER 


Company since 1937 when he started as 
a salesman and moved up through the 
ranks as assistant manager, manager 
and then district manager. 

Tolbert O. Wingler who was man- 
ager of the Kinney store in Fayette- 
ville, N. C., has been promoted to dis- 
trict manager to replace Mr. Joyner. 
He has been with the Kinney Company 
eight years and is well schooled. 


EXTRA Profit 


with every pair of shoes 


New “totes”—ON WHEELS Display 
DOUBLES wet weather business. 


totes. 


Ask your local “totes” 
Wholesaler or write for 
new catalog on Men's, 
Women's and Children’s “totes.” 


So-Lo MARX RUBBER Co., Loveland, Ohio 


Husband and Wife Provide 
Shoe Fashion Commentary 


Quincy, ILL.—A husband and wife 
commentary provided an unusual note 
when Breedveld’s Shoe Store sponsored 
a Family Shoe Fashion Show and 
morgasbord for approximately 200 
guests at the Spring Lake Country 
Club here. The commentators were Mrs. 
Betty Mason, fashion coordinator, and 
Mason, district manager, both of 
International Shoe Company. 

Mrs. Mason handled the description 
on women’s and little girls’ fashions 
while Mr. Mason capably took over the 
commentary for men’s and little boys’ 
tyle trends. Though the emphasis was 
at all times on footwear, Ellen Kaye 
costumes were used to give an overall 
look at the women’s fashion picture. In 
one tied-around skirts made of 
many fabrics and colors, were used to 
coordination between 


Joe 


scene, 
illustrate color 
shoe and costume. 

The 50-minute show, ar- 
ranged by Paul Mursch, manager of 
sreedveld’s Shoe Store, was brought to 
a close with a sneak preview of Spring 
and Summer 1956 fashions. 
both ready-to-wear and footwear were 
coordinated so that the audience could 
see ““What’s to come, come Spring”. 


entirely 


Colors in 
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Seek Ban of X-Rays ‘Morning Miracle Special’ Has Multiple-Pair Potential 


I Ak sh . = PHOENIX, ARIZ. An effective means during the afternoon hours to come in 
S St ~ of leveling out traffic through the day during the morning hours instead. 
n ron oe - ores has been developed by Sandy Lerner, “Morning Miracle” sales have been 


AKRON, O.—James C. Wynd. Ohio Operator of the two Sandy Lerner ap- impressive since the beginning of the 


industrial hygiene engineer, has con- 
cluded that X-ray machines should be 
banned from Akron shoe stores or their 
use as fitting devices should be strictly 
controlled. 

Mr. Wynd led a survey team here 
in a check of 19 shoe stores which have 
X-ray machines. Only four got a clean 
bill of health. Dr. George James, 
Akron health director, requested the 
survey. 

In his report, Mr. Wynd stressed the 
danger of careless exposure to radia 
tion. He said harmful effects may not 


show up until later in life. bd 4 
“Where, other than in a shoe store, is is 


can any man, woman or child go and 


be exposed to intense radiation at will, 
with little or no interference? -- 
“In this atomic age,” the report con- 
tinues, “it is becoming increasingly im- ells- 


parel stores here, with a “Morning program, according to Mr. Lerner, with 
Miracle Special.” the result that footwear sales before 
Under the plan, both shoe depart noon each day have changed from less 
ments offer a highly attractive bargain § than 15 per cent of the day’s volume to 
each day, from store opening time until around 35 per cent. As time goes by, 
noon. The special is changed from day he feels, more and more customers will 
to day and may involve a pair of slip take advantage of the “Morning Mira 
pers, casuals, and good value in a dress’ cle,” particularly budget-minded fami 
shoe. In each case, the saving is an out- lies with several children to outfit 
tanding one sufficient to encourage wo A recap of the sales records after the 
men who normally do their shopping first month showed conclusive success 


portant for the public to be protected 
from all unnecessary exposures to 


radiation. 
Members of the Akron Health Com a hg ; j 
mission have taken the report under , i e s: 
consideration. Dr. James told the com 4 . 
missioners most large cities have regu 
lations to control shoe-fitting machines 
Mr. Wynd said that in making his 
study he asked clerks if they felt the 
X-ray machine was necessary for 
proper fitting of shoes and that all but 
two or three of them replied in the 
negative. e J 
wey 





West Coast Show Crowns 


‘Miss Footwear of 1956’ These Shoes have 
been soled with 
Genuine Leather 


“SUPER SOLE 


Your Guarantee of 
* LONGER WEAR 
*% LIGHTER WEIGHT 
*% GREATER FLEXIBILITY 
*% NATURAL “BREATHING” 
*%& WATER RESISTANCE 








[! 


Claire Weekes, of Van Nuys, Callif., re- Me 
ceived her crown as “Miss Footwear of ve WP Vy 0 
1956" on opening day of the Spring Shoe T 
Show in Los Angeles, sponsored by the P IRGINIA AK ANNERY 
West Coast Shoe Travelers. Exhibitors ~ 

called the show the best yet. It flashed ( e- —\ff SA LE S Cc ORPORATI ON 
open heels, galaxies of color and strong L >» 27 SPRUCE STREET NEW YORK, N. Y. 


calf displays. Surprise of the show was e 
the resurgence of wedgies. Only genuine leather “SurerSo.e” bears this VOTAN trade-mark. 
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The 42nd Annual 


We Offer Quality Jobs, Cancellations 


and Closeouts in Branded Footwear to 


Mid-Atlantic SHOE SHOW 


at the BENJAMIN FRANKLIN—Philadelphia 
JANUARY [5th to 18th, 1956 


The eastern seaboard's No. | show—and a great 
"Market-Place”’ 


®* SHOP © COMPARE ® BUY 
New SPRING and SUMMER STYLES 


MORE THAN 400 LINES ON DISPLAY! 


ARRANGE NOW jo join 
You'll be glad you did! 
MORE THAN 2000 EASTERN RETAILERS 


see these lines . weeks before Easter! 


SHOW YOUR LINE! SEE THE TRADE! 


where retailers 


these exhibitors in this great 


show 


just tl 


shoe stores, 
drive-ins 
and 
shoe 
promotion 
buyers 


CANCELLATION 


Our prices 

on fine shoes, 
bought direct 
from the best 
known makers 
are in line with 
our nationwide 
reputation 


for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You 


BANQUET * FLOOR SHOW * DANCING 


LATIN CASINO, Tuesday, January 17th 
TWO FREE TICKETS with each co-op. fee 
Wire or Phone 


paid, 


Good Display locations available 


CAL J. MENSCH 
2 Kendal Avenue 


Phone—Rosewood |-9872 
Pittsburgh 2, Pa. 





Window Promotes Dark Footwear Hues 


“We Like Our Coffee Black!" was the slogan used by the women's shoe department 
of Joslin Dry Goods Company, in Denver recently, to accentuate new deeper hues 
in Fall and Winter footwear. Display manager Al Kalasky worked out the theme, 
using a small pedestal table draped with a white tablecloth, on which was a cup 
and saucer, plus an overturned jar with coffee spilled out on the tablecloth. 
Above, a “signpost” sign spelled out the slogan. The letters, of plastic, were 
glued on the white background. Shoes shown included charcoals, deep greens, 
blues, and rich “coffee browns”. 





Suggestion for Christmas: Play Up Shoes, Not Slippers 
The 


Freeman operation, housed in this lead 


PHOENIX, AkRIZ.—It is a mistake for shoe department is a_ leased 
the quality shoe retailer to concentrate 
“quality apparel” store for the past 
During each of the Christ 
1954, Mr 
foot 


in the downtown district 


all of his Christmas promotion on slip ing 
Morris 


hoe department, ma 


pers, according to Yosowitz, four year 


manager of the men’s eason previous to 
at McDougall 


men’s 


and Ca exclusive Yosowitz noted that almost every 


here 


SOU, 


store wear retailer 


80 


1215 Washington Ave 


Sample Rooms 


Set Up a Profitable Operation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 


"While in Town See Weil” 
Saint Lovis 3, Mo 


los Angeles + New York 


slippers in 
advertising, window diplay, 
the Mr. Yosowitz 
idea which he felt could be put to suc 
cessful 
rather than slippers as Christmas gifts 
bette 
priced, exclusive shoe styles, I felt that 


was blazoning newspape! 
ete. On 
contrary, had an 


usage. This was to sell shoes 


“Since we concentrate on 
by urging shoes as gifts we could ap 
peal to wives who are annoyed by the 
fact that their husbands habitually buy 
color, and size of shoe, 
There are many such 
men, particularly older, 
servative men who like the appearance 
of a specific shoe and continue to order 


the same model, 
year after year. 


more con 


that same number whenever they come 
in My experience convinced me that 
a large percentage of the wives in- 
volved would seize on the opportunity 
to break the husband’s chain-habit by 
buying them a gift pair of shoes of a 
quite different design or style.” 

Accordingly, Mr. Yosowitz 
the 1954 Christmas season, 
average of three 
week offering fine imported footwear, 
exclusive lines, 
definitely unusual gift. To appeal to 
the gift customer who plans an expen 
gift, the Phoenix arranged 
for making up some of its more stand 
ard, popular shoe styles in hand made 
editions, selling at from $45 to $80 
In addition, hand-made English 
Italian imports not offered in the regu 
lar year-round stock were emphasized 

The Arizona shoe retailer was both 


during 
ran an 


newspaper ads per 


domestic etc., aS a 


sive store 


and 
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pleased and his judgment vindicated 
when the department began attracting 
a far larger number of women custom- 
than at any Christmas 
the past. Most were the wives of cus 
tomers who have buying at Me 
Dougall and Cassou for years, and who 
proved ready listeners when Mr. Yoso 


ers season in 


been 


witz propounded either the idea of b 
ing either the finest in their husband’ 
favorite shoe style or a sharp style de 
parture from his usual choice 
By the end of the year, the 
partment showed an increase of 
cent over the previous Christmas, and 
the gift 
not gift slipper 


shoe de- 
22 per 
shoe 


most of increase was In 


sales, sales 


Bootery Inaugurates Home 
Fitting Service for Children 


ROCHESTER, N. Y.—Baker’s Bootery, 
42 Scio Street, has 
home fitting shoe service fo 
of all ages. 

The lightweight 
truck to carry stock. side 
of the truck advertise the home fitting 
ervice. It is the first time 
vice has been offered in Rochester. 
call make appoint- 

ervice, at their 
store emphasizes that 
crowds 
both 


inaugurated a new 
children 
store purchased a 
the 


Sig on 


such a ser- 


Customers and 
for the 
‘onvenience. The 
the service 
and 


the 


ments home 


saves time, avoids 
congestion and is 
mother and children. 
The home feature 
merchandise as offered in 


full selection of styles and colors, There 


easier on 


the same 
the store, in 


service 


is no extra charge for the service. 





Store Overcomes Reluctance 
To Display Duty Shoes Line 


w 


A fashion house, Ansonia Shoe Stores, 
Philadelphia, was originally reluctant to 
stock and push ‘duty shoes.” Three 
years’ experience, however, have dis- 
pelled its fears as it has found that 
constant window and store displays pay 
off in increasing sales for the Kickerinos 
duty shoes. Ansonia attributes a good 
share of its success to the steady use of 
attractive window displays. An animat- 
ed display, shown here, was recently in- 
stalled in Ansonia's Chestnut Street 
store, with outstanding results in inter- 
est created and increased sales. 
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Shoe Stores Join Downtown Free Bus Promotion 


NEB.—F 


footweal 


purteen iowntown 


OMAHA, 
stores featuring oined 
fur 
and porting good 


*Downt 


nave 


with a number of jewelry, home 


nishings, drug 


stores In sponsoring a wn ha 
Everything” 


bus rides home from downtown will be 


th «free 


program in wiii¢ 
stomers Firm ide 
Drexe! the 
Aquila, Inc., Berg Clothing Company 
Store, Goldstein 
Chapman Company, Harvey Brother 
Kilpatricks, Natelsons, Nebraska Cloth 


ing Company, Seat Union Outfit 


given to cu 


Shoe Store, Shoe Center, 


Brandeis Department 


ting 


> 
Company and Robbie Sho 
The parti 


coupons which are 


pating 
ntown 
Mondays igh 
P.M. and 
Chur 


time of the 


going dow petwee 
» P.M 
hetween 4:30 
Mondays and 
can be used 
All the « 
purchase of $1.95 o 


coupon 


thro 


sday 
any 


istomer ha 


tamp the 
the 46 


the bu 


and participating 
reimburse 


pot “uve 


SOLD TO- 


THIS BILL 1S 
WILLIA 


M ISELIN 
NEW YOR 


a 


FACTORS 
ASSIGNED 10 ANO PAYABLE ONLY TO OUR 


& CO., INC: 
K 10, N.Y. 





— 


‘Notification 


of Stability 


This notice on a company’s invoice proclaims 


its integrity and ability. It tells you that here 


is a company dedicated to a polic y of prov id- 


ing the right merchandise at the right price, 


prompt and efficient service 


, and a thorough 


understanding of its customers’ problems. It 


also says this company has the financial sup- 


port to put this policy into operation. 


We are proud of our 146-year record as a 


leader in America’s commerce and when our 


notification legend goes on a manufacturer's 


invoice it means that he is the kind of business 


man we are proud to serve. William Iselin 
& Co., Inc., 357 Fourth Avenue, New York 10, 
N. Y., 200 Keeler Bldg., Grand Rapids 2, Mich 


Founded in 1808 











THERE'S A PROFIT FOR YOU 
IN THIS: DICKERSON 


SHOE... 


y 4 








— Check these features of the Deze... 


Open Toe 


16/8 Heel 


Pillo Quilt Vamp 


In stock for 


PLUS 


stock 


write 





EVERY ONE WARRANTS HEAVY MERCHANDISING 


and Open 
Looks good, feels better 


High enough for style, 
low enough for comfort 
Treatment 
Soft and sinuous comfort 
Exquisitely crafted beauty 
Mirror-tone Jet Black Patent 
Favored material of the 


immediate delivery 


THE COMFORT DICKERSON ALONE CAN BUILD 
INTO A SHOE SO ELEGANTLY STYLED! 


Yet the Dezie is only one of dozens of Dickerson’s in 
for Spring and Summer 
you'd be wise to look at the whole line? 


THE WALKER T. DICKERSON CO. — COLUMBUS 15, OHIO 
New York Office: 417 Marbridge Building 


Strap, design 


smart set 


selling. Dont you think 


Just call or 








Boston Store Completely Revamps Its Shoe Operation 


The Boston Store 
floor 
partments to a high-traffic street floor 


PROVIDENCE, R. | 
has moved two upper shoe de 
Operations include the chil 
dren’s department from the third floor, 
and the floor women’s depart 
ment, now known as The Fashion Shoe 
Salon 

The departments have 
cushioned decorative chairs, luxurious 
wall-to-wall carpeting, and light gray 
walls. Small the wall are 
painted, others are covered with quar 
ter-inch wallpaper in relief pat 


location 


second 


new foam 


areas of 


bas 


82 


tern. Glamorous lighting consists of 
10 block unit 


urrounded by 


with spotlights centers 
fluorescent tubes, plus 
a canopy extending the entire 
front to provide spotlighting. 

The Fashion Shoe Salon and the ad 
joining Children’s Corner have an aisle 
frontage of 75 feet and extend back 
wards 105 feet The has 23 
chairs with natural frames and 
coverings of yellow-black plaid, and 
19 with wood frames painted black 
with caned back rests 
the 


along 


salon 
wood 


In one section of salon is the 


devoted to 
In another 
a separate, self-service slip- 


boutique, a small section 
footwear up to five dollars. 
section 1s 
from 


featuring merchandise 


$8.50. 


per bar 
22.99 to 

The 
substantially graded up from a 
the 


yetting a 


has been 
former 
top of 


larger 


Fashion Shoe Salon 


high of $8.95 to present 
$18.95. It i much 
percentage of 
of trade 

Both departments are now in charge 
Hanley for the 
years has been manager of the 
Westminste store of 
Newport 


transient, impulse-type 


of Raymond F who 
past six 
large street 


Kay 


New Store in Shopping Center 
ALBANY, N. Y 


Street, 


Steefel’s, 82 State 


here, large retailers of men’s 
shoes, has 
and 


Plaza 


and women’s wear and 
opened a new store featuring men’ 
hoys’ hoe in the Delaware 


Shopping Center in Elsmere, near 


Albany. Charles Gallant manager 


and Robert Cappellano head salesman 


Nowell Opens Distinctive 
New Shoe Department 


tALEIGH, N. C. Pecky 
tained dark brown and highlighted by 
a wiped-off coat of white lead, forms 
the background for the pale yellow and 
tangerine furnishings of the new shoe 
department of the Cameron Village 
branch of the Nowell Clothing Com- 
pany of this city 


cypress, 


The distinguished appearance of this 

new shoe department is achieved by the 

tasteful use of dark-brown stained cy- 

press wainscoating and complementary 
colored furnishings. 


Beige asphalt tiles and turquoise car- 
the color Re- 
boxes and shelving mid- 
from the floor in the spaced 
louvre - type - dividers 
space for shoe display, which spotlights 


complement scheme. 


cessed shadow 


pet 
way wide 
room provide 
and indirect lighting dramatize. 
Worth Daniely, formerly of the down 
branch of Nowell’s, has been 
named manager by E. O. Edgerton, 
who owns and both de- 
partments for the clothing concern. 


town 


operates shoe 
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NEWS OF THE 


SUSINEN sxw Supers 


Bata Launches New Offices in New York S. B. Foot Tannery Agrees 


On Two-Year Union Contract 
Rep WING, MINN The S. B. Foot 


fanning Company here announced a 
new two-vyeal wage agreement whicl 
included provisions for a two-step wage 
increase and a plant-wide pension pial 
The announcement was made jointly 
by S. B. Foot, pre ident and gener: 
manager of the tanning company, and 
Wilfred Rigelman, president of Loca 
335, Fur and Leather Works, AFI 


The pension plan, scheduled to 





into operation iate next yea! wi 
cover about 300 hourly employe The 
actual details of the plan remain to be 
worked out before deadline next Ox 
tober, but the agreement pecifie the 
maximum pension cost for the year be 
ginning October 1, 1956 

The wage increases are about 6% 
cent retroactive to October l thi 
year, with an additional five cents per 
hour to take effect October l 1956 
These are average figures only Base 
rates and incentive payments vary on 


Bata Shoe Company executives played hosts during the launching of the firm's new 
iob throughout the tannery 


offices in the Empire State Building in New York. Shown left to right are Mrs. different 
Victor Schmidt, Philip E. Cowell, general manager of the Bata Shoe Company of The agreement liberalize 
Canada; Lee Kursewicz, sales manager of Bata's wholesale division in Belcamp, pany’s health and welfare plan, in 
Md.; Mrs. Thomas J. Bata, wife of the head of the entire Bata organization, and creasing surgical benefits among 
Victor E. Schmidt, president of the company. number of other change 
4 Mr. Foot hailed the atmo phere 0 
Need for New Location Poses Crisis for Last Company co-operation prevailing during the ne 
PORTSMOUTH, O After steady setting up this plant and getting cu gotiation and Mr Rigelman the union 
growth since its formation 15 months tomers We now have a blue chip list president, echoed the entimen' 
ago, Portsmouth’s newest business, the of shoe manufacturers which insure Thi 


the com 


¢ 





agreement,” he said, “repre 
’ , nt oncrete evidence of continuing 

Century Last Company, faced a new us continued good busine ee eee 

loc : and strengthened good relationship be 

location crisis that may influence its Century recently acquired machinery 

‘ - tween the union and management in a 

forward-looking manner Management 


is to he commended for its broad thinl 


expansion plans of the former South Shore Last Com 

Established for the purpose of re pany, Lynn, Mass. The machinery i 
designing old shoe lasts, the company now being overhauled in the East lat } 
had now planned to begin new last pro “When the machinery is placed in '"* ® appited to human relactonen!p 
duction, but there is pressure for it to operation,” Mr. Link said, “we'll pro 
leave its present location on the sec- duce new shoe last In every redesign Williams Company Presents 


ond floor of the Virginiz i Com-  orde , ceive, | are yy ' . 10 @ rh: 

} ( ) ginia Holding ‘om ‘ rde r we receive, lasts are missing Nest Feg for Civie Building 
pany building on Tenth Street. The With the new machines we can pro 
Selby Shoe Company uses the building duce lasts to fill the lots as well a PORTSMOUTH, O The Willian 
for its casual shoe plant and has sub- produce complete lines of lasts.” Manufacturing Company, maker 0 


leased a section of the second floor to Mr. Link estimated the plant will 


vomen’s footwear, announced 
ition of $120,000 a 
YMCA 


Century need about 16,000 square feet of space 
Schaefer Super Markets is interested The floor must be at least eight inche 
n leasing the building for a warehouse thick to absorb vibration. He said the 
and is now negotiating the lease several existing buildings he inspected 
Harold Clausing, president, and Roy were found unsuitable. Chamber of 
Link, manager and treasurer of Cen Commerce officials were also busy try dent 


tury, said the firm would like to re- ing to find another site “y revealed 
; Wil iam for ome 


fund had heen 


main in the building for another four 
or five years : pri iis death 
‘We invented our own money to start Songo Increases Production * 
this new industry and are just start- PORTLAND, Me.—Songo Shoe Manu liams family and its a 
ing to roll along,” they said. “If we facturing Company announced it will hoe firm, yearly depo 
must vacate this building, we feel it boost production from the present out made ; he fund. It 
will set us back at least a year. For put of 5,000 pairs a day to 6,000 pairs in vario tocks until it 
$120,000 


nknown to anyone ex 


15 months we worked day and night Songo produces hand-sewn casual! shoe 
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Lucky Sales Gets Award for ‘Rain Dears’ 


Martha Hyer of the movies, presents the Photoplay Magazine Fashion Award to 

Charles Harris, advertising director of the Lucky Sales Company, Inc., manufac- 

turer of Rain Dears. The citation speech by Miss Hyer called Rain Dears, involved 
in many movie tie-ups, “a combination of fashion, safety and practicality.” 





Appointment of Wainwright 
Part of Desco Expansion 


A new sale enta 
tive ha added to the 
of the Desco Shoe Corporation. He is 
Daniel R. Wainwright makes his 
home at 6928 Valley View Road, Min 
neapolis, Minn 


Y ORK 


peen 


NEW repre 


sales force 


who 


DANIEL R. WAINWRIGHT 
has traveled 
many years, 
Minnesota, most of Ne 
South Dakota, up 
of Wisconsin 
by the 


Mi who 


territory 


Wainwright, 


the for will cover 


lowa, Kansas 
ka, North 
per Michigan and 

Be the brands 
Desco Shoe Corporation Revelations, 
Quo Vadis, Debs—Mr. Wain 
wright will also carry the lines of the 
subsidiary company, Rex Shoe Co., Inc 
These brands are Thrillmates, Darlin’s 
and Video Slippers and Booties 


bra and 
most 
ides made 


Desc 0 


84 


addition of M1 
staff i in 


expansion of 


Wainwright to 
the 


company’s 


The 
the Desco 


planned 


line with 
the 
including the 


ales activities, most com 


prehensive advertising campaign in its 


history, using national consumer mag 


azine 


Leverenz Shoe Schedules 

New Plant Opening in 1956 
SHEBOYGAN, WIs The 

Shoe Company announced it 


a third plant in the very nea1 
located in 


Leverenz 
will open 
future 
Val 


Clarence C 


The new plant will be 
Wis., 
Leverenz, president 

The Valders 
tion will 
leased by Leverenz for 


ders, according to 


Improvement Corpora 


put up a new building to be 
a period of 20 
years on terms satisfactory to both. 
The will initially employ 
about 50 persons which will ultimately 
increase to 100, M1 
Construction will be started almost 
and the plant will open for 
1956 


new plant 


Leverenz said 
im 
mediately 
operation on or before May 1, 

Mr stated that the 
new expansion ef 
fort 


a change in 


Leverenz further 
trictly 
intended to bring about 


plant is an 
not 


the « 


and is 


urrent rate of em 
two plants, located in 


Holstein 


the Leverenz 


ployment in it 
Sheboygan and New 

Organized 36 years ago, 
Shoe Company has manufactured men’s 
Sheboygan plant 
New Holstein 
products are 
United 
Alaska 


Congo 


shoe in its 
since 1919 
factory 
distributed 
States, 


Hawaiian I 


dress 
and in its 
1935 Its 
throughout the 
Puerto Rico 
and Belgian 


since 


Canada 


lands 


Andrew Geller Ine., to Open 
New Women’s Shoe Plant 


Employmer t 


will be 


WILKES-BARRE, PA 
125 skilled shoe workers 
vided here in a short time by opening 
of a plant by Andrew Geller, Inc., 
Brooklyn, N. Y., manufacturers of wo- 
according to an announce 


pro 


men’s shoes, 
ment by William O. Sword, president, 
Greater Wilkes-Barre Industrial Fund, 
Inc. 

The shoe assume virtual 
ownership of the former Walter Wil 
liams Metals Factory, Horton 
and will occupy the 20,000 square 
are com 


firm will 
treet, 
foot 


structure after alterations 
pleted. 

The firm was begun as a 
business in New York City, and in 1918 
a corporation was formed taking owner 
stores. In 1920, 


retail shoe 


hip of several retail 
the manufacturing phase 
and a new manufacturing firm, Andrew 
Geller, Inc., was organized in 1945 

At the present time, the firm make 
about 2,000 pairs of women’s high heel 
with 


was begun, 


quality shoes daily, an annual 
ales turnover of about $4,000,000. The 
local plant will mark the addition of a 
new line of shoes in the Geller produc 
tion. 

The shoe industry locally 
ploys about 2,500 workers, with a com 
excess of 55, 


a whole here 


now em 
bined annual payroll in 
000,000. The industry as 
employs slightly more 

than females 


male worker 


Barney Cockrell Appointed 
To Jolene-Debtowner Sales 


Sr. Louis Cockrell 
joined the Jolene-Debtowner sales staff 
of Tober-Saifer Shoe Manufacturing 
Company, according to Harold Tober, 
president. He will travel Arkansas and 
Louisiana, a territory he formerly cov 
ered for H. C. Godman Campany. 


Jarney has 


at 


BARNEY COCKRELL 


oming a manufacturer’ 


Mr ( 


own 


Prior t 
ockrell operated 


He also 
Arkansas for a 


representative, 
his 


shoe stores it 


three of tore ha 
managed 
operation 

replaces O. M. Cap 


inknow: 


chain snoe 
Mr. Cockre!] 
ose future plans are 


yl 
vn 
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Linda-Jo Affiliate Plant 
Opened in North Texas Town 


DENTON, TEX.—Linda-Jo Shoe Cor- 
poration president, Morty Freedman, 
announced that the official opening of 
the firm’s affiliate, Dentex Shoe 
Corporation, was held here 
10 

Mr. Freedman said the modern Den 
ton factory will manufacture hand-sewn 


new 


December 


and newly-styled machine-sewn loafers 
by Tex-Moc. 

The factory, containing 25,000 square 
feet of air-conditioned space on 
is of brick construction located on 
the Dallas highway in the north Texas 
of Denton, just 37 miles north 
of Dallas. The plant, situated on 12 
acres of land, is located in the Denton 
Industries new industrial district, 
Shady Oaks. 

Many shoe industry representatives 


one 
level, 


town 


attended the December 10 opening, ac 
The Linda 
Jo Corporation, manufacturers of hand 
crafted 
Sandals, 


cording to Mr. Freedman. 


Foam Cushion 
two factories in 


moccasins and 
also have 


Gainesville, Tex. 


Davis Box Toe Appoints 
Meltzer to Maine Territory 


NEW YORK The Box 
Company, Inc., of Beacon, N. Y., with 
sales offices at 150 Nassau Street, New 
York City, announced the appointment 
of Robert M. Meltzer of Lewiston, Me., 
as its representative for Maine. 

Mr. Meltzer is presently detailing to 
the trade in Maine the new Pellon box 
toe materials, as well as all other types 
of box toes, platform materials, insole 
strips, shanks, counters and buckrams 
in the Davis line. 


Davis Toe 


\ native “Downeaster,” Mr. Meltzer 
devotes his coverage exclusively to the 
Maine shoe factories, and also repre 
sents the Haverhill Shoe Novelty Com 
pany of Haverhill, Mass., Bay State 
Fabrics, Inc., of Boston, Peerless Ce 
ments of Brockton and Pacific 
Products, Inc., of Lawrence. 


Paper 


Goodyear Adopts New Code, 
60.000 Employes Benefit 


AKRON, O Stockholders of The 
Goodyear Tire and Rubber Company at 
a special meeting adopted a new code 

‘ 


ol 


regulations and approved a revised 


employe pension program making ad 
ditional benefits available to 60,000 erm 
in the United States. 


The new regulations, representing the 


pioye 


first substantial changes in 28 year 


have been simplified and modernized 


to conform to the new Ohio corporation 
the 


company’ 


law. Under revised code, the date 


of the meeting of 
the last 


Monday 


annual 
from 
to the first 


shareholders is changed 
Monday in March 
April. 
The 


modified pension program had 


December 15, 1955 


previously been approved 


groups of 


ssS.O000 } 


representing various 


ployes. It 


t 


covers burly-rate 


or salaried employes represented DY «a 


collective bargaining unit and 22,000 


salaried employes not so represented 


Brown Shoe Adds Number 
Of Representatives to Its Staff 
The Ri 


Company has 


ST. Division of 
added 


announced by 


LouIs 
Shoe 


salesmen it 


que 
srown two 
new was 
Archie Bregman, sales manager for the 
division 

Stewart Farnham’s 
clude all of New 


territory will in 
England, Connecticut, 


ton) 
Vermont 
cept for Buffalo, 
York 


clated 


include 
Missouri 


braska 


Westport Division of 
pany, 
Hudak, Jr., 
have as 
Kngland and metropolitan 


> 


xcept for Bo 
Rhode | 
New York 
Rochester and 
formerly 
Shoe 


Viaine . Mia 
New 


achusett (e 
Hampshire land 
and (ex 


New 


Was ASSO 


upstate 


City) He 
with Accent 
Richard B 
Arkan 


(except for St 


Company 


Conner’s territory will 
Kansa 


l ouls), Ne 


Wyoming He was for 


sas, Colorado, 


and 


merly with Dunn & McCarthy 


red Schroth, sales manager for the 
grown Shoe Com 
announces the addition of John 
to the staff. He will 
his sales territory all of New 


New York 


sales 


...no matter what other lines you carry... 


BE SURE 


YOU HAVE THE LINE 


THAT HELPS 


Sf? 4 
Cosyloot 
gives you these EXTRA 


TOP MARK-UP 


Parents are happy to pay top mark-up 
for fine, flexible, air-tread Cosyfoot 
shoes. 


YOU OFFER A CONSISTENT QUALITY SHOE 


Flexible, lightweight, built to hug 


CARRY YOU! 





PROFIT OPPORTUNITIES 


the heel, cushion the sole, safeguard 


healthy little feet! 


YOU CAN FIT THE FOOT EVERY TIME 

Mother comes back to your store when 
for 
where else can she get A WIDTHS 


right down to tiny size 2! 


you always fit her child correctly 


We are independent manufacturers selling to independent dealers 


For full information write: 


ESTABLISHED 1898 


G. W. CHESBROUGH, INC. 


797 SMITH STREET 


. ROCHESTER 


6, WN. 








o> - 


rrr 


Finest, fastest 
beauty treatment 


for every type 
smooth leather 


CAVALIER 


BOOT CREME 


When you recommend Cavalier 
Boot Creme, you are suggesting 
the best in shoe care and mak- 
ing a firm friend out of every 
customer who buys it. 


Remember, friendly customers 
come back for more of every- 
thing you sell. 


... sold only by 
shoe men because 
they know shoe 
care best 





CAVALIER DRESSINGS 
are advertised in LIFE 











Order from your wholesaler or 
CAVALIER company 
Baltimore 30, Maryland 


A Generation of Serving 
the Shoe Trade Exclusively 





Newly elected officers of the Central Pennsylvania Shoe and Leather Association 

for 1956, named during the association's Eighteenth Annual Banquet in Reading, 

Pa., are, left to right, W. Y. Alleman, Hanover Shoe, Inc., second vice-president; 

Thomas F. Reider, Reider Shoe Manufacturing Company, incoming president; Paul 

B. Good, Eby Shoe Corporation, secretary-treasurer; C. Eugene Dellinger, Dellinger 

Sales Company, retiring president, and Robert V. Devine, manufacturers’ agent, 
first vice-president. 





Beebe Rubber Producing 
All Types of Ripple Sole 
NASHUA, N. H.—AIl styles of the 
new Ripple Sole are now in volume pro 
duction according to an announcement 
by E. Colman Beebe, president of 
Beebe Rubber Company 
The company reports orders are cur- 
rent on the men’s, misses’ and chil- 
dren’s styles. Mr. Beebe also said that 
to date 87 shoe manufacturers are sam- 
pling Ripple Soles. About 12 have in 
dicated their intention to include the 
new sole in their Spring lines. Several 
others have had to postpone consider- 
ing the sole for a period due to prior 


here. 


agreements. 
Beebe Rubber Company is the only 
licensed by the Ripple Sole 
Detroit, to manufacture 
the new composition Until re- 
cently the sole, developed by retired 
shoe man, Nathan Hack, Santa Monica, 
Calif., was only available on a special 
order basis from the Hack Shoe Stores 
in Detroit. 
As demand 


company 
Corporation, 


soles 


for shoe increased 
due to wide spread 
tional magazines and on TV, manufac- 
turers became interested and the deci- 
sion was made to make it available on 
Until now, 


the 
publicity in na 


a volume commercial basis 
sizes and styles were limited and soles 
were only available in small quantities. 


Prima Footwear Takes Over 
Production of Coquettes Shoes 


CoLumBus, O.—Prima Footwear, Inc. 
has become the manufacturer of 
Coquettes shoes by a recently concluded 
agreement. Prior to this new arrange- 
ment, the shoes had been made in sev- 
eral different factories and sold at re- 
tail at the Coquettes Shoes, Inc. store 
in New York. 


The Ansonia 


sole 


DeLuxe Shops, Inc. 


interests, 
Now 


the sole 


Unger 
wholesale 


the Bennett 
the 
Footwear, Inc. 
. The shoes 
stores and agencies. Prima 
will continue to make 


owned by 
handled hoes at 
Prima will be 


distributor will be sold only 
to Coquettes 
Footwea! and sell 


shoes under their own brand names. 


Hood Rubber Manager 
Elected to Regional Post 
MAss 


manager 


Norman G 
of the Hood 
division of The 
. Goodrich Company, here, has been 
the 


WATERTOWN, 
Crafts, traffic 
Rubber Company, a 
B. F 
elected 
National League 
This is Mr. 
Crafts has been active for many years, 


regional 
Industrial 


vice-president of 
Traffic 


an organization in which 


NORMAN G. CRAFTS 


having served not only as a member 
of the board but on various committees. 

He is also vice-president of the Traf- 
fic Club of New England and a membe: 
of the executive committees of the New 
England Traffic National 
Freight Traffic the 
newly-organized New England Shipper- 
Motor Carrier Conference. 


League, the 


Association and 
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French and Chernew Join Tober-Saifer 


HAROLD FRENCH 


St. Lours—Two salesmen, Harold 
French and Hy Chernew, have joined 
the Tober-Saifer Shoe Manufacturing 
Company as representatives of the 
firm’s Jolene - Debtowners - Victoria 
Cross lines, it was announced recently 
by Harold Tober, president. 

Mr. French, who has been operating 
his own retail store for 18 years, has 
replaced Perley Larson in Idaho, Mon- 


HY CHERNEW 


tana, Oregon, Utah and Washington. 
Mr. French formerly was also associat 
ed with the Anderson Store in Pendle 
ton, Oregon. 

Mr. Chernew, formerly Missouri and 
Kentucky representative for Buskens, 
Inc., will represent the Tober-Saife 
lines in the same area he has been 
working. He succeeds Al Kessler, who 
has been transferred to Chicago. 





Wechsler Elected to Board 
Of Rubber Manufacturers 
NEw YORK Albert H. Wechsler, 


vice-president and general manager of 
the Converse Rubber Company of Mal 
den, Mass., was recently elected to the 
board of directors of the Rubber Manu- 
facturers Association. He will fill, until 
1957, the unexpired term of Hugh Bul- 
lock, president of the Tyler tubber 
Company of Andover, Mass., who re- 
tired in September. 


ALBERT H. WECHSLER 


The new board member has been 
associated with the Converse Rubber 
Company since 1929 and is a director of 
the company. He is also a director of 
the Hodgman Rubber Company, Fram- 
ingham, Mass., with which he has been 
associated for many years. Mr. Wechs- 
ler is a graduate of Massachusetts In 


December 15, 1955 


stitute of Technology. 

For three years during World War 
Il, Mr. Wechsler was a member of the 
OPA Rubber Footwear Industry Ad 
visory Committee. In 1950 he served as 
an advisor to the National Production 
Authority for the rubber and rubber 
soled fabric footwear industry. He j 
a resident of Brookline, Mass., past 
president of the Belmont Country Club, 
and is now a trustee of the Beth Israel 
Hospital, Philan 
thropies and the American Technion 


Associated Jewish 


Society. 


International Shoe Stylist 
Elected Who’s Who Member 


Norman E 


stylist of men’s and boys’ non-welt 


St. Louis Sherman, 
shoes for International Shoe Company, 
recently was elected to membership in 
Who’s Who in Commerce and Industry 
Mr. Sherman, who is 28 years old, i 
believed to be one of the youngest per 
Before 
joining International a year ago, he 


sons to be named to this group 


was executive vice-president of the 
Sherman Footwear Company of Mar! 
boro, Mass 

A graduate of Missouri University 
in 1950 with a B.J. degree in adver 
tising, Mr. Sherman worked in the ad 
vertising department of the now de 
funct St. Louis Star Times. After one 
year he joined Sherman Footwear as a 
salesman. He was one of the first men 
to create the idea of men’s casual shoes, 
and was instrumental in developing 
both the shoes and the market for 
this type of footwear 


Sell the whole family... 


GODING 
BOOTS 


Service Boot 


"Engineer" 


You can tell a field man by 
the strap on his boot, Chances 
are, he'll tell you it’s a Goding 
Engineer Boot, You don’t take a 
chance when you stock Goding 
Engineer Boots, though. They're 


a sure way for retailers to profit 


Goding Engineer Boots, like all 
other boots in the extensive 
Goding line, are made for both 
men and boys with genuine 


Goodyear Welt Construction 


Coding also manufactures many 
styles of Cowboy Boots for 
ladies, men and children, as 
well as Wellingtons. You can 


sell the 
Goding Boots 


whole family with 


Write today for our free il 
lustrated booklet See the full 
line of Cowboy and Service 


Boots in the true colors of the 


expertly tanned leather used 


in their construction 


Salesmen: A few 
choice ferrifories are 


open. Write today 


GODING 
BOOTS 


INC. 


PARIS, ILLINOIS 
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FOR OVER 40 YEARS 


Headquarters For 


CANCELLATION 
STORES 


All Price Ranges Quality Brands 
Lowest Prices Largest Stocks 


Our Store Planning Division is ready 
to essist you in opening another store. 


> ee 
MOSINGER-COHN 


Cr et 








235 Washington $f 


eer meee 


BALLET SHOES 
NOW... MORE EXTRA 
PROFITS FOR YOU! 


1. Dance Ballet Slippers—pleated toe, 
hand lasted. In black, white, red, 
green and yellow. All sizes, M & N 


full sole 
blue 
widths 


2. Dance Tap Shoes: in patent. Heel and 
toe plates attached. All sizes, M & N widths. 


3. Acrobatic Nature Sandals: sizes small 


7 to Ladies’ 9; Men's sizes 8-D to 16-D. 


Top quality. Prompt service. Satisfaction 
guaranteed. Your area dealership now open. 
Write us now to get your share of your 


local dance trade. 


HOLLYWOOD 
PRODUCTS INCORPORATED 


P OO. BOX 628 COLUMBUS 16, OHIO 


Fortune Builds New Plant 


HAMILTON, 
Company will soon move to a new one 
story plant on Burlington St. The 
plant, costing $50,000, have 13, 
00 square feet of space, and 
possible cent in 
crease in production of children’s 


ONT Fortune Footweat 


will 
floor 
a 50 per 


may make 


shoes 


Compo’s Adhesive Line 
Subject of Boston Meeting 


Boston—Officers of the Compo Shoe 
Machinery Corporation and a group of 
adhesive 


that company’s pecialists par- 


in a sales meeting 


Hotel 
meeting 


ticipated 
held 
tures of the 
discussions of the newest developments 


recently 


here in the Manger. Fea 


were interesting 
in Compo’s adhesive line as well as of 
new cement shoemaking techniques. 
Attending the meeting were Charles 
W. O’Conor, president; Ralph G. Dacey, 
vice-president; Stanley W. Bennett, 
vice-president for sales; Fred B. Melea, 
vice-president for sales; 
of adhesive 
advertising 


assistant to 
Swing, manager 
Lincoln Ryther, 
manager; George P. Connolly, manager 


George T. 


sales; G, 


adhesive order department; Joseph A. 


technical assistant; Thomas 
field 


director of 


Caputo, 


P, Cushman, service; Stanley O. 


Ames, chemical research; 
Richard J 


James A. 


Carey, adhesive service mar 
Proodian, market ana 
Long, New England re- 
Albert A. Gelfenbaum. 
manager; and these 
Conrad J. Bodden, 
W. Hammer, 


2ussell, 


ager; 
lyst; James F 
gional manager; 
Central regional 
adhesive specialists: 
Wilson L. Parker, James 
Robert J. Demers, 
and Norman B 


Irving L. 
Delaney. 


Chicago Man Heads Branch 
Of United Shoe Machinery 


Clarence M. Schmitz of 
Clayton, Mo., has been appointed an 
assistant district manager of United 
Shoe Machinery Corporation’s branch 
office in St. 


BOSTON 


Louis. 


CLARENCE M. SCHMITZ 


A native of Chicago, Mr. Schmitz 
joined United at Boston in 1952. 
to that time he had been with the Flor- 
heim Shoe Company for three years. 

After a short United’s Bos- 
ton office, Mr. Schmitz was transferred 
to Haverhill] and then to St. Louis in 
1954. He has been administrative assis 
tant at that office 


Prior 


time in 


since December of 
last yea) 

4. G 
as an assistant 
United’s St. 


Sims of St. Louis continues 
district manager at 


Louis branch office. 
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CHILDREN'S SHOES 


Se EO eee 


“AMERICA’S FINEST 
FIRST-STEP SHOES’ 


© HIGH WALL VAMP— 
FREE TOE ACTION 


COMBINATION LAST— 
SNUG FIT HEEL 


ONE-PIECE QUARTER — 
SEAMLESS INSIDE 


FLEXIBLE MOULDED BACK 


WASHABLE ELK 
INCLUDING RED 


HORSE BUTT OUTSOLE 
SOFT LEATHER INSOLE 
AIR-BUBBLE CUSHION HEEL 


A COMBINATION OF FEATURES 
FOUND IN NO OTHER SHOE! 


HALF SIZES 2 TO 8 
RETAIL 450 


WIDTHS B,C, 0, € 
YOUR COST 2.70 
IMMEDIATE DELIVERY FROM STOCK 


rf? MFG. CO., INC. 

(or ERIN, TENNESSEE 
Dept. B 12155 

CHOHOHOHOHOHOHOHOHOHOHOHOHLHOHOHOHOHOHOHOH 


OR Er rr 
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CANCELLATION STORES 


4 
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Bais wie wl. 
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Buy Savings Bonds 
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SLIPPERS 
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CUSHION-SOLE | 
CASUALS | 


his popular finger-gore style in 
soft, pliable elk with buoyant ZINN: 

12-iron cushion crepe sole \ ~~ 
retails profitably at $4.95. . 
Order Now for Immediate —<) 
Delivery. Tan or Brown _— 
Case runs of 12, 18, 24 and 36 pair; size 
runs 6-12. Minimum order 12 pair 

Write for Catalog and Price List 
HUBER stirrer co., Aviston, itt. 


i 


BOX HANDLERS 


Se EO er er er rr 


LONG ARMS 
REACH 
SHOE 
BOXES 
ON 
HIGH 


Shelves. They get the shoes in ‘'no time," 
also return the empties upside down. You 
don't need to climb a ladder. Long Arms 
cre neat, nicely finished. $3.50, sent parcel 
post prepaid in USA. Specify handle length 
wanted, 24" to 60° and if for men's or 
women's boxes. Send your order today 


CARL BEEMAN 


Cedar Heights Road Stamford, Conn 


Christmas Deductions Grow 


PORTSMOUTH, O.— Twelve hundred 
employes of the Williams Manufactur 


ing Company, maker’s of women’s foot- 


by $258,779 through 
savings. 
This figure almost doubles the amount 
of the first in 1949. The program 
a voluntary one for employes, who 
payday deductions 


wear, were richer 
distribution of Christmas 


yea! 


authorize 


December 15, 1955 


University Research Project 
Seeks Foot Fatigue Answers 


NATICK, MASS. An extended re 
project 

changes in Army 
taken by the State 


under a 


search which may result i 
been under 


University of 


shoes has 
lowa 
contract awarded by the En 
Protective Divi 
Development 


vironmental ion of the 
Kesearch and 
United States 
Corps, with headquarters here 


Unlike 


ated here, 


Command 
Army Quartermaste) 


most research initi 


this one will be 


project 
conducted by 
enrolled as 


women, all of whom are 


graduate students in the university's 
department of physicial education and 
the project will be in charge of Associ 
Margaret Fox 

In addition to measuring the 
approximately 200 male 
cruited from the 
ROTC 
others 


ate Professor 


students re- 
university’s Army and 


programs, as well as of some 
physical 
test 


stresse 


who are 
education, the girls 
designed to throw light on the 
foot. 


majoring in 
will conduct 


and strains which result in ankle 
fatigue. Particular att 
paid to the flexibility of shoe 
lasts 


fitting qualities, ete 


and leg ntion 
will be 
soles, over which the 


shape of 
shoes are made, 
under 
City 
concluded 


The project has been 
the university in 
Fall and 


August, 


way at 
last 
until 


Iowa since 
will not be 


1958 


Saltzberg Sales Agency 


Los ANGELES—Irving 
nounced the establishment of his own 
tanners’ and manufacturers’ sales 
agency, to service the shoe, handbag 
and allied trades on the West 
Location of his new offices is 
Beverly Boulevard, here. 


Saltzberg an- 


Coast 
7960 





Kilduff to Represent Selby’s 
Junior Arch Preserver Line 


Harold J. Kilduff, who recently rejoined 
the sales staff of the Selby Shoe Com- 
pany, Portsmouth, O., will be the firm's 
Midwestern representative of its Junior 
Arch Preserver line. He was previously 
president of the Krippendorf-Dittman 
Company, of Lebanon, O., which was 
sold recently to W. B. Coon Company, 
of Rochester, N. Y. Mr. Kilduff resigned 
his post to join Selby. 


feet of 
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WOMEN'S SHOES 
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SEND FOR NEW CATALOGS 
OF OUR DAYTIME AND 
EVENING SHOES 


seae 
annahsons 


HAVERHILL, MASS. 


~~ re 


ORTHOPEDIC FOOTWEAR 


ee rr re 


TARSO PRONATOR SHOES” 


for club feet 


i id 


prescribed by doctor 
is a supplement to caste in 
mild cases of talipes 


Wade and distributed only by 


Maurice J. Markell Shoe Co., Inc. 


332 South Broodway Yonkers, N.Y 





Buy Savings Bonds 
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WOMEN'S SHOES 
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Clmorsos fivent 9 
HANDSEWN \e 
VALUE 


FOSTER 


On 











IN STOCK 





10 RETAIL PROFITABLY 
asour $12.95 


Fashioned with glove-seft leather 
in compus ond coreer colors— 
benedictine, brown, red, bom 
boo, bleck, white, smoke, navy 
—for on evtstending hendsewn 
Inquire today. 


SIZES 
3, 10 12 
AAAA 10 6 


Sales territories open. Merchandising program 


FOSTER SHOE CO. 


ROWLEY, MASS 


value 
Since 


nm 


—— or © 


LEOTARDS 
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LEOTARDS AND TIGHTS 
Whirl-a-Weve Leotards, Durene yarn, zipper back 
fastener. Children: Short sleeve, $2.15. Long 
sleeve, $2.50. Adults, Short sleeve, $2.35, long 
sleeve, $2.75. Give sizes when ordering 

A. Chatila and Company 

5719 18th Avenue, Bkiyn., N. Y. 


MANUFACTURERS OF BETTER DANCEWEAR 
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ORTHOPEDIC FOOTWEAR 
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DENIS BROWNE SPLINTS 
24 «t aluminum alloy——best quality 
REGULAR: 5, 6 7, 8 9% 10, 12 us 
14, 16 18, 20, 22, 24 inches $3.75 ve 


' 
' 
' 
' 
' 
SWIVEL: 6, 8, 10, 12, 14, le, 18 plus | 
20, 22, 24 inches $5.25 pe ' 
' 

' 

' 

' 


Maurice J. Markell Shoe Co., Inc. 


332 South Broadwey . Yonkers, N. Y. 


Proctor Reduces Prices 
On Its All Metal Heel 
ARDMORE, PA. The Kenneth A. Proc- 


tor Company here 
reduction or its 


announced a price 
all aluminum heels for 
high style women’s shoes. They are now 
making 
gold. Al 


of which i 


heels in six colors including 


0 available are two styles, one 
pencil thin. 

Unique feature of the Proctor All 
Aluminum Heel is that it 
tached while the last is 
The 


manner 


can be at- 
till in the shoe, 


heel can be put on in the same 


now used for wood heels using 


regular heel attaching equipment 


Kendall Company Expands 

BOSTON tichard R. Higgins, presi 
dent of The Kendall Company of Bos 
ton, announced an agreement has been 
reached on the acquisition by The Ken 
dall Company of the Andrews-Alderfe1 
Company of Akron, which 
tures foam-fabric materials, 
licenses 


manufac 
and also 


others to manufacture such 


materials. 


Hunt to Sell Flex-Mor Lines 

BostoN—Harold Hunt, at time 
women’s shoe buyer for Marshall Field 
and Company of 


one 


Chicago, and more 
recently associated with the Selby Shoe 
Company of Portsmouth, O., has been 
named to sell the Flex-Mor-Promettes 
Illinois, Indiana Wiscon 
sin. Announcement of his appointment 
recently by W. G. Laird, 
ales manager. 


lines in and 


was made 


N. Y. Shoe Wholesalers Show 


New YorK—The New York Shoe 
Wholesalers Association, made up of 
houses in the Duane, Church 
Streets and West Broadway area, will 
hold its Spring Shoe Show Sunday, 
January 8 through January 12, it 
announced. 


teade, 


was 


The group also announced a total of 
$500 in U. S. Savings Bonds 
awarded to registrants. Refreshments 
and free parking facilities 
announced as added 
drawing shoe retailers 


will be 
were also 
inducements for 
to the downtown 
area, 


Shoe Designer, Stylist Opens 
New York City Studio Office 


New YorK—Fred Kahn, designer 
and stylist, has announced the opening 
of his studio-office at 47 West 34 Street, 
room 652. He will continue to maintain 
his uptown office at 340 Haven Avenue. 

Mr. Kahn, who was well-known in 
the shoe design field coming 
to this country a few years ago, de- 
signed men’s and children’s, as well as 
women’s, shoes in England. From 1947, 
he has been a member in that country 
of the Society of Industrial Artists, an 
organization under the Council of 
Industrial Design, created to maintain 
high professional standards. 


before 


Foot-so-Port Appoints 
New York Representative 
Wis.—Known to the 


more than 25 years a 


OCONOMOWOC, 
hoe trade for 
a retailer and a traveling sales repre- 
Van Meter, New 
made sales repre- 
o-Port Shoe 
pany in New York City, the greate) 
New Jer ey 
made by R. E 


Glenn E 
York City, has 


entative of the Foot 


entative, 
been 


{_om 


New York area and upper 
Announcement was 


Conover, sales manager, here. 


GLENN E. VAN METER 


taking over the New York 


territory, Mr. Van Meter was Foot-so 


Before 
Port’s salesman for over a year in the 
New 
work, he is in charge of the firm’s 
office, Room 960, Marbridge 
New York. Mr. Van Mete: 


began his shoe career as a salesman and 


England territory. In his new 
east 
ern sales 
Building, 
later manager of the Guarantee Shoe 
Company, a retail store in San Antonio, 
Tex. For 20 years, he also traveled 
New York and the New 
land territory for FE. P. Reed & 
pany, Rochester, N. Y 


Greater Eng 


Com 


Ideal Transfers Fellman 
To Pennsylvania-Jersey 
MILWAUKEE—Norman Fellman, Met 
rick, N. Y., who 
years of shoe manufacturing training 
and road selling experience, has been 
transferred from New York City to the 
territory of Pennsylvania and New 
Jersey for Ideal Shoe Manufacturing 
Company, division of Mid-State 
Company, G. R. Baumgartner, sale 
manager, has announced. Mr. Fe 


has a background of 


Shoe 


succeeds Ben Coope 
Fred Baff, New York 
representative for the House 


City, wh 
sales 
Crosby Square, a division of Mid-States 
Shoe Company, added the Ideal 
juvenile and teenage lines to his present 
taking over for Mr. Fellmar 


has 
duties, 


Bata’s Employe Roster Up 
BELCAMP, Mp.—After the completion 
of a million-dollar extension to the Bata 
Shoe Company plant here, officers of 
the firm that the factory 
now employs about 1,500 persons, 250 
more than were on the rolls last year 


announced 
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Classified sx» Want Ads 








SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 








A Fine 0; oreenlt te Alert Young Salesmen 
Gaited Wien wit Have These en | S A L E S M E N 


¢ You will sell on the road one of the nation’s most popular 
rubber, fabric and casual footwear lines 
You will have the advantage of a large, loyal dealer organ 
ization with a powerful advertising and sales promotion 
program to pave the way for you 
Your earnings will be limited only by your ability to produce 
with advances against commissions 
You will have the protection of a company financed retire 
ment plan, hospitalization, plus low-cost life and auto insur 
ance 
You will work for an organization that offers plenty of room 
for advancement either as a salesman or within the organ beina 
ization itself. Many of our top executives are former road tractive 
salesmen | ve. territorie Write 


. . . | 
You Will Need These Qualifications | | | “Casrence ang som Oeste Poitedetstte 9s. Pe 
Youth: Between 25 and 40 years of age with a car or financial | 
ability to purchase one *XCEPTIONAI NE OF MODERATI 
Experience: Must have had some retail footwear experience + PRICED Ladi e and Beacl 
Ambition: Eagerness for success and willingness to work for it a righ we 
Intelligence: Ability to plan your work and carry the ball! with 
minimum supervision 
Aggressive: Ability to tell our story convincingly. This is not an 


biiee-dnkee’s ihe ] SALESMAN WANTED 


Promotion Minded: Willingness to take time to show dealers how To carry Line of Children’s Pre-Welts and Ce 

1 | ments Luther Brand, Stock and Make Ups 
they can merchandise our line most profitably Commission basis. Can be carried with non-con 
C) > ) . CW x } ca . ar o { . nn awteow flicting Line Established territories: Tennessee 
Jpenings now available in several sections of the country Sitti nes tous” Nn ole areas 


Write telling us all about yourself in your first letter | THE KEPNER-SCOTT SHOE CO., INC 
Address Box 360, care BOOT & SHOE RECORDER, Chestnut and 56th Streets, Philadelphia 39, Pa Orwigsburg, Pe 


NATIONAL MANUFACTURER 
EXPANDING DISTRIBUTION 






































SIDE LINE SALESMANWTD. FINDINGS FOR SALE FOR SALE 


ORNAMENTS, Shoe Bows, smal! tray, HOT 


numbers Highest commission Address DECEMBER SPECIAL OFFER 


#310, care Boot & Shoe Recorder, Chestnut and You don’t have to lose sales when you use a 
56th Streets, Philadelphia 39, Pa ‘Sale Saver’’ 
@ Gray Feit Jimmies @ $3.25 Gr. Pr 
@ Thin Cork Jimmies @ $1.10 Gr. Pr TOR 
© Cloth Covered Foam Jimmies @ $425 Gr. Pr S! it 
5 Gross—-Your Assortment—Min. Order —/ PHIA 
Order Your Supplies During Low Price Offer { 


WANTED SIDELINE SALESMEN for BERKO SALES COMPANY 


Children’s Casuals GARDNER SMITH, 
Stor. 3647 Oble Avenue, 6. Louie 16, Mi 27-22 30th Ave., Long Island City, N. Y¥ 























CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 20 cents a word under any of our classified heading Minimum amour 
accepted 18 words, $3.60. When a box number is desired, addressed to any of our offices, 12 words must be added for th 
and charged at the word rate. If advertiser’s own name and address is used, count each word (street number is one word 
at word rate, Classified advertising is payable in advance. Send check or money order with your copy, No accounts ar 
opened for classified advertising except for regular advertisers on contract 


The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of % words per incl 


Notice: All Classified Advertisements Should be Addressed to Our Philadelphia Office—Séth & Chestnut Streets, Philadelphia 39, Pa 











December !5, 1955 








BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY FOR SALE 








FOR SAL FAMILY SHOE STORE 


Fixtures ationally Advertised 


_.. MR. SHOE OR ALLIED PRODUCT MANUFACTURER! | Sidi” oS%ia. Sai emis 3 
FOR SALE: SHOE DEPARTMENT in Her 


CARRYING THE WHOLE LOAD? BO a ge ME hy oe 


000. Low inventory, $50,000 volume. Write 
HUBERT THERNER, care of Herberger’s, 


RECOGNIZED IDEA MAN SALES-ADV. CONSULTANT . . . Rice Lake, W | 


Ivanudaple 6 | weex-a-montn tor non-competing cients Has 0! D ESTABLISHED FAMILY SHOE 

OPERATION in North Eastern Ohio City 
Volume $150,0 National Advertised Brands 
NACKQgTo ind only Owner’s health requires store be sold, 
otherwise it would not be available. Excellent 
lease. Guaranteed Money Maker. Address: Box 


MULTIPLY YOUR OWN EFFECTIVENESS py narnessinc 3408, care of Boot and Shoe Recorder, Chest 


r ) 
inique top-level ‘Big 4” shoe factory, chain and allied 16 year 


nut and 56th Streets, Philadelphia 39, Pa 


proven Sales Power to actually give your sales force a 
lighting chance’ with DYNAMIC SALES PROGRAMS each 
eason sales tool: training meetings you've always 
yanted and needed never had time to deliver. This is not 





FOR RENT 


; iC " . HILDREN’S SHOE DEPARTMENT FOR 
1 set-up to sell you a big expensive ‘Bill o 7000 only RENT in a busy Novelty Shoe Store; Ex 


ist what you need and can afford 





clusive New Window, in most progressive East 
Coast Florida City In Business 20 Years 
Address: Box 3740 care of Boot and Shoe 


“BIG IDEA” PLANS — PRODUCT, PROCESS AND STYLE Recorder, Chestnut and S6th Streets, Philadel 
DEVELOPMENT — STAGED SALES MEETINGS — ORGANIZED aesare th: 

SALES TRAINING — UNIQUE SELLING TOOLS AND PRESEN- LINE WANTED 
TATIONS—CONTESTS—COORDINATED ADVERTISING AND 
PROMOTION —(POSITIVE-PULL TRADE PAPER CAMPAIGNS) SMR i a 
— DISPLAYS — PRODUCT IDENTIFICATION TAGS — DIRECT umonaate Cie at Waa hens S00 
MAIL—(CO-OP ADV. MAT SERVICES)—CATALOGUES AND aeete. Neatesen. bamneen,  Atavers: Des 
BROCHURES—START TO FINISH CONSUMER ADV. WHEN nut and 56th Streets, Philadelphia 39, Pa 
READY. 
Business Administration Degree 20 years top level Sales LINES WANTED . . NEW YORK STATE 


Ady aqaqeme rimesiomnn levudinag « es ew INTERESTED IN MANUFACTURER 
Adv. Management experience leading companie Agency OF POPULAR PRICED FOOTWEAR. 
experience | HAVE A SUCCESSFUL SELLING 
BACKGROUND AND STRONG FOL. 
LOWING 

Address: Bor No. 401, care of BOOT & SHOE RECORDER, Chestnut and 56th Streets, Philadelphia 39, Pa. Address Box 409, care BOOT & SHOE RECORDER 


Chestnut and 56th Streets, Philadelphia 39, Pa 
































HELP WANTED SALESMEN WANTED SALESMEN WANTED 











ASSISTANT TO THE SALES MANAGER 


Excellent opportunity for the right man. Re- A F D 
tail and road experience preferred but not 


essential. Must be able to handle correspon- 
dence. All replies held confidential 


VINER BROS., INC. 


Bangor, Maine 


We are a Large, Nationally Known Manufacturer of Rubber, 
Canvas, and Casual Footwear. We have a territory in Central 
and Western New York with a large established volume of 
Business to offer to a salesman of proven ability. Leather or 
Rubber Footwear background would be helpful, but we will 
HOSIERY SALESMAN: Rare opportunity in not consider this a must. In reply give brief background of 


ndiana, Iiliv except Chicago area) and . . 
Kentucky, Leading nationally advertised line selling experience, age, etc. 
f (hildret M isse ind Women's Anklets 
oes Se Seas Seems. Cee 22. Ee. Address Box 7407, care of BOOT & SHOE RECORDER, Chestnut and Séth Streets, Philadelphia 39, Pa 
Good Commis ! Drawing Ac 
end Resume { Experience 
POOTLETS CORP 


k 























QUALITY SHOE SALESMEN — READ THIS! 


Infants’ and Children's Shoe Manufacturer needs Sideline Salesmen to carry Line of New and 
Different Juvenile Shoes. Sizes 4 Infants’ through 4 Misses’, B C D and E. Bon Welt quality 
Retailing $4.99, $5.99, $6.99 Branded Line—straight 6% commission, checks 


. construction 
uy Vi mailed weekly on all orders shipped. Salesmen's other lines must be quality and must not 
ngs on conflict. If you fit this setup, act now. Send complete resume of nes handled and personal 





experience, also references 


Address Box No. 403, care of BOOT & SHOE RECORDER, 1221 Locust Street, St. Louis, Missouri 
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WANTED TO PURCHASE 


1 Uglbeyer 


ror CASH |I)\"| || (1 


V Quality Shoes V Complete Stores 


WANTED TO PURCHASE WANTED TO PURCHASE 








KOU erearate 


“BARIS BUYS for CASH 


Quick decision on your offers of discontinued and 5 
surplus men's, women's and children's shoes. al 
Also complete stores considered a 

Jobs in Fine Shoes From Fine Sources Since 1931 a 


79-81 Reade St. + New York 7, N.Y. + Tel: WOrth 2-5180 & 





WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCKS 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. 





Phila. 6, Pa. 





ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 
George J. Arronson Associates 


157 DUANE ST., NEW YORK, N. Y. 
RECTOR 2-4170-4171 





J CLOSEOUTS OR SURPLUS 


from Mfgr. or Retailer 
Any Quantity . . . Any Time! 


For Quick Action, 


Olt OS OAL teceeere es Bie 


CE 1-4898 


QUALITY SHOES SINCE 32 
“WHILE IN TOWN SEE WEIL” 


CE 1-3762 


Write, Wire or Phone 


bem ener 














HEMPSTEAD SHOE CO., 
Max L. Meltzer, Pres. 





WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN’S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


INC., 269 FULTON AVE., HEMPSTEAD, L. |., N. Y 





Ivanhoe 1-9830 





MY HOBBY 
Buying, Selling Shoes for 36 yeare 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y 
Telephone: WOrth 2-896! Beekman 3-767! 














YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 


SAM CAMITTA & SONS 
Foremost Cash Buyers of Fine Shoe Jobs Since 1906 


Surplus Stocks ® Closeouts @ Complete Stocks 





95 Reade St., New York 13, N. Y. 


COrtiandt 7-6378-9 


@ Your Name and Brand Protected 











TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 








WE BUY CLOSE OUTS, SHOE STORES 
LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 


74 READE ST., NEW YORK 7, N. Y. 
WORTH 2-6858 
RALPH VOGEL 


SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


Write or wire for fast ae- 
tion quality men's 


women's and children’s shoes, 


ine </oolwear FOR OVER 40 YEARS 


MOSINGER-COHN 


1235 Washington St. Lovis 3, Mo 











No More Coffee 

No More Beer 

This Gala Season 
Of The Year 


WHAT WILL 
YOU HAVE? 


(Phone or write) You 
Can Afford 

CHAMPAGNE 

With Your Dinner 

IF YOU SELL TO 

LOUIS CAMITTA & SON 


G1 READE ST., NEW YORK, N.Y 
WO 2.5063 
formerly with S$. CAMITTA & SONS 














SELL YOUR STOCK 


BRANDED LINES 
High Quality Shoes Preferred 


¢ DISCONTINUED LINES 
e¢ CLOSE-OUTS 
Ladies’, Men's & Children's 
. for Cash 


Entire Stock or Portion 
31 No. 4th St. 


BARSH & CO. “iia: pa 


Write or PHONE - MA 7-1666 


Gm CASH FOR 


MMH CLOSEOUTS 
MMM SURPLUS 

MMMM DISCONTINUED LINES 
MM COMPLETE STORES 


BROITMAN - GAFFIN 
| SHOES, INC. 


146 DUANE ST., N.Y. C BE 3.72970 














Buy Savings Bonds 








December 15, 1955 











Textileather Manager Cited 

WANTED TO PURCHASE | ort MERCHANTS’ NEEDS 
ToLepo — Seven hundred employees 
RCH § rt shoes for me hil of the Textileather Division of The 
A sacle 1 q ben "ome tee yb am General Tire & tubber Company 
Send list for quick action. Strahl Shoe Co., 1170 turned the tables on their boss at the 

Tt Ave., San Diego, Calif oon ‘ 
Tenth Annual Service Award ceremo- 


nies here recently by presenting Jules y / ADVERTISING 











D. Lippmann, division general man 


ager, with scroll personally auto | Clippings 


ease real ¢ DEPT graphed by every employee honoring 
GILBERT SHOK COMPANY, 21 the “bo 


( 4) 
More than 200 of the company’s 700 —here's how to get 

employees were being honored at the , 

ervice award dinner when the scroll More Business! 


CASH PAID FOR was presented in a surprise ceremony HE Vincent Edwards Idea Clipping 


Service has over 2000 satisfied users 


SHOE STORES Each order filled according to what 
CLOSE OUTS JOB LOTS ; you want; wholesalers usually request best 
: 4 manufacturers usually want ads 


retail ads; 


SHORT LEASES ASSUMED 
of competitive brands 


B. SABIN John P. Dow Joins Staff You will find that a study of newspaper 


ad clippings is the quickest and least ex- 


101 DUANE ST NEW YORK 7, W. Y. ’ 8. Shoe C ati ' 
tdnuene Wane Can Of B. G. S. Shoe Corporation pensive way to keep in touch with whats 


MANCHESTER, N. H John P. Dow, Use coupon below to learn more about 
j : his valuable service and the special short 
‘mer s . onde » Ste t 

former uperints ndent of the = term trial offer No obligation, of course 


Sulkis Shoe Company in Haverhill, Seen a seen senses easeeaa= 


MORRIS BAYROFF Mass., has joined the executive staff VINCENT EDWARDS & CO. 
formerly with M & R Shoe Co. of the B. G. S, Shoe Corporation, one World's Largest Advertising Service 
1S NOW LOCATED AT of New England’s largest producers of _ Organization 
157 DUANE ST., N.Y.C. women’s and children’s footwear. Mr 342 Medison Ave., New York City 
Telephone REctor 2-4249 D . } had hee ‘ith Stei Sulkis Please tell me more about your news- 
Highest Prices Paid for withieh Maisie Pascal een with Stein-sulki paper ad clipping service and special short 


Complete Stores & Closeouts for more than 20 years, has been made soren trial offer 
Leases Assumed superintendent of the Bee Bee Shoe City 


Company, a B. G. S. subsidiary 


Hol POR AND Kt PED 




















i ee ar ; Nz 
Prior to joining Stein-Sulki Mr. _— 


Dow had served as lasting room fore Company 








BUYING CLOSEOUT Worn - : i . 
ete hoes for Women, Children and man with the Freedlander Shoe Com 


— A spe .  onsog rd — pany and the Haseltine-Freedlander 
Shoe Company, both of Haverhill. 








Extra Pairs * Extra Profits 
with Extra Special 


lee i A » | KEEP ABREAST OF YOUR 











MANUFACTURER'S ADVERTISING 


SALESMAKING 


ty LON A | and Merchandising Plans 


sm .. . IN THIS ISSUE 


7 anacare |... And in EVERY Issue of 


— BOOT AND SHOE RECORDER 


son ever is just around the 

corner. Be ready for it with the fastest 
promotional sandals in the country, extra special 
LION SANDALS. Unsurpassed for styling, quality, 
materials and fine workmanship, their plus features 
make extra sales, features like Mold-Crepe soles, ex- 
clusive with LION. And you'll feature LION SAN- 


DALS in the volume making price bracket, $2.95 to 
4%. Get aboard this profit special today WAT me FOR iT! 
7 


INC. 707 Broadway 
New York 3, N.Y. 
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FROM DEEP IN THE HEART OF TEXAS ...TO THE ROCKBOUND COAST OF MAINE... 


CHAIRMASTERS’ CHAIRS Help Sell Shoes! 


i Ai i i di a 
An outstanding example of 


. 4 CHAIRMASTERS'’ distinctive shoe 
store furniture is shown in Stanley's 
Shoe Store, Amarillo, Texas. In this 
attractive shoe store, as in others 
throughout the country, 
CHAIRMASTERS’ 
creations give Customers 
greater comfort, make 
it easier for salesmen 
to sell! 


Style #3285 


‘y LMU. Cis inc 
200 East 146 Street @ New York 51, N.Y. @ CYpress 2-0600 
SPECIALISTS IN SHOE STORE FURNITURE 


Let CHAIRMASTERS help you increase 
your volume and profit. Consult our 
planning department about the design, 
layout and furnishing of your store . . 
remember it takes more than shoes 

to sell shoes! 








Acme Boot C« 7 Farber, L., Co 
American Girl Shoe Cc Florsheim Shoe 
American Hide & Leather (« Fortune Shoes 
American Juniors Shoe Co 3 Foster Shoe Co 
Arronson, George J., A 96 


General Shoe Ce 

‘ Gerberich-Payn 
S. & e. BROS 93 Gilbert Sh 
Bar Shoe Co : 8 93 Goding } 
server Pred Goodrich, B. F 
— Sages Goodyear Tire 
trezner, Div. of Allied Kid Co Green Shoe Mfs 
Broit in-Gaffin Shoe (« 93 
Brown Co 
Burns-Cuboid Co Ine 


Hannahson Shoe 
Hempstead Shoe Cx. 
Herbst Shoe Mfg. Co 
He Harry 
Heydays Shoe Ine 
Hollywood Produc 
Huber Slipper 
Hussco Sho 


a 
‘hairmaster Ine ‘ 
‘hatila, A & Co 
‘thesbrough, G. W 
‘hris Laganas Shoe 
‘hrysier Airtemp 
olonial Tanning Co 
‘onverse Rubber Co 
‘Oo! W. B. Co 
Sulver Mfg. Cc 


f 
( 
( 
( 
( 
( 
( 
( 
( 
( 
( 


Vainey-Br 
Inc 


irginia Vax 


Eby Shoe Corp 

Eddy Shoe Co 
Edwards, J., & Co 
Iophrata Shoe Companys 


December 15, 1955 





Production and Operator Both do well 
with the UAC SEAM REDUCING MACHINE— MODEL A 


(Handle up to 400 dozen pairs of shoes daily) 


This easy-to-operate machine does not take it out on the 


operator but does take it out of backseams by reducing mportant- 


both edges of the upstanding section of the seam. Mechanical Features 


After excess stock is removed, remainder is rubbed down 
by the raised surfaces of the wheel. Result: a smooth, even @ Positive feed mechanism 
seam, previously available only by tiring, costly hand op- @ Treadle operated deflec- 
erations. tor for right or left dog- 


i am : : ear backstays 
Even if quarters are not well matched in texture or weight, 
Inside of machine splash 


snakey backseams are no problem. There is no strain on . 
: : ‘ ; : i : lubricated 
stitches in this operation . . . seam reducing with this ma- 
‘ : Pre-lubricated external 
chine will not break backseams. ; 
bearings 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE ALt BOYS Acrion SHOE 





to all children, everywhere 


... whether young in years or heart... 


a very happy Christmastime 


THE 


TRIDE NITE 


SHOE 
Green Shoe Mfg. Co., Boston, Mass. 








